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Pay More To Build 
Enhanced Industry 
Image: Worthington 


LIAA Presidential Address 
Cites $31 Million Outlay 
By Banks To Step Up PR 


NEW YORK—Perhaps the life in- 
surance industry has been too com- 





Walter O. Menge W. P. Worthington 


placent, because of its former pre-em- 
inent position in the savings field, “and 
now we must come charging out of our 
corner if we are to successfully compete 
with other forms of savings which we 
know cannot duplicate what we can 
accomplish for the great majority of 
the millions of the insuring population.” 

This observation was made by Wil- 
liam P. Worthington, chairman of 
Home Life of New York, in his presi- 
dential address at the annual meeting 
here of Life Insurance Assn. of Ameri- 
ca. He was urging the need for an ex- 
panded program to better project a 
life insurance image that will help the 
business in its tough fight for the pub- 
lic’s savings dollars. 

Mr. Worthington quoted from a re- 





OFFICERS ELECTED 
(Other than Staff Officers) 

President—Walter O. Menge, presi- 
dent Lincoln National Life. 

Directors—Robert L. Maclellan, pres- 
ident Provident Life & Accident; Ri- 
chard E. Pille, president Security Mu- 
tual Life of New York; Donald C. 
Slichter, president Northwestern M- 
tual Life; Benjamin N. Woodson, pres- 
ident American General Life, and Wil- 
liam P. Worthington, chairman Home 
Life of New York and immediate past 
President of LIA. 





cent Wall Street Journal article indi- 
cating that some 500 of the nation’s 
leading banks had boosted their pub- 
lic relations expenditures this year by 
an average of 11% to almost $31 mil- 
lion. Moreover, of the banks in the 
survey, 90% said they anticipate fur- 
ther increases in public relations spend- 
ing in the next five years. The story 
Said that “behind the search for a 
‘friendly image’ by many banks is 
awareness of a growing competition 
for the depositor’s dollar, particularly 
from savings and loan associations.” 
“Life insurance is competing for 


those same dollars,” Mr. Worthington 


emphasized. “We have made an effort, 
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COUNSEL REPORT TO LIA: 





LIA-ALC Committee Nears Formulation Of 
Proposal To Replace 20/40 Group Limit 


The joint group insurance committee 
of Life Insurance Assn. of America and 
American Life Convention is in the 
final stages of establishing a proposed 
statutory “simple non-discrimination 
rule’ to replace the $20,000/$40,000 
group life insurance limit, according to 
Henry R. Glenn, LIA general counsel, 
and William L. Lincoln, assistant coun- 
sel, in their report on LIA’s state leg- 
islative and legal activities at the as- 
sociation’s annual convention in New 
York. 

Under the standards set up by the 
committee, a group life plan will be 
considered non-discriminatory and 
hence acceptable if the total amount for 
which each person in the group is 
eligible does not exceed $20,000, or if 
the amounts of coverage for all persons 
insured are never more than $20,000 
plus a constant multiple of annual sa- 
lary. Special provision would be made 
for collectively bargained plans, plans 
with periodic survivor benefits and 
others. 

Progress Elsewhere 


The committee also reported progress 
in its study of legislative considerations 
as to franchise and wholesale insur- 
ance, and the commission problems 
involved, in some instances, in the 
direct writing of group insurance. 

Messrs. Glenn and Lincoln also re- 





REPORT TO INSTITUTE: 


Panel Agrees Arden 
House Oct. Meeting 
Was ‘Important Step’ 


A college professor, a career woman 
and the president of a life company 
agreed that an important step has been 
taken toward bringing the life insur- 
ance business and the nation’s social 
scientists together for a cooperative 
program of social research, in their 
reports on a conference on population 
trends to the annual meeting of Insti- 
tute of Life Insurance at New York. 

The conference was held Oct. 1-3 at 
Arden House, Harriman, N.Y., and in- 
cluded many leading life insurance 
company executives and social scien- 
tists from colleges and _ universities 
throughout the United States. It was 
jointly sponsored by Institute of Life 
Insurance and Columbia University 
Graduate School of Business. 

Walter O. Menge, chairman of the 
institute and president of Lincoln Na- 
tional Life, described the scope of the 
conference, characterizing it as “broad, 
indeed.” 

He said, “We talked about the baby 
boom, automation, changing patterns 
of income distribution, changes in the 
age structure of our work force, fami- 
lies on the move to different parts of 
the country, the problems of our big 
cities, the flight to the suburbs and a 
long list of other problems. We suc- 
ceeded in defining, underscoring and 
understanding a little better some of 

(CONTINUED ON PAGE 22) 





ported on the following: 

—Replacements. The report indicated 
that life companies and their associa- 
tions are working toward a solution of 
this problem without encouraging laws 
or regulations which might handicap 
legitimate sales activities. 

—Separate pension funding. It was 
reported that support has grown in 
New York state to legislate for segre- 
gation of funds in connection with 
pension, retirement or profit sharing 
plans. It was noted that a related de- 
velopment in the pension field is the 
amendment of New York regulation 
33, governing allocation of investment 
income and which now recognizes the 
investment year method of allocating 
income. The counsel reported that, over 
the objections of company and LIA 

(CONTINUED ON PAGE 19) 


GROUNDED IN ATLANTA 
Lester Schriver Is 
Honored In Absentia 
By N.Y.C. Managers 


NEW YORK—Grounded at Atlanta 
by bad flying weather, Executive Vice- 
president Lester O. Schriver of Na- 
tional Assn. of Life Underwriters, who 
was to have been the guest of honor 
Monday evening at the annual dinner 
of the New York City Life Managers 
Assn., had to settle for the next best 
thing—a tape recording of the entire 
proceedings. 

These included a talk by James A. 
Byrd, associate executive vice-presi- 
dent of NALU, who will succeed Mr. 
Schriver at the end of this year, the 
presentation of a sterephonic tape re- 

(CONTINUED ON PAGE 4) 








Johnson Succeeded 
By Newion As Life 
Institute President 


First President Of ILI 
Retires; New Chairman Is 
Dodson Of Ohio National 


NEW YORK—Holgar J. Johnson, 
president of Institute of Life Insurance 
and a pioneer in 
the field of insti- 
tutional public re- 
lations, will retire 
at the end of this 
month, after hav- 
ing served as in- 
stitute president 
for more than 22 
years. 

He will be suc- 
ceeded by Blake 
T. Newton Jr., 
executive vice- 
president of the 
institute since 1959. 

Mr. Johnson will not be retiring from 
life insurance, but will continue to be 
active as a consultant to the institute 
and in other areas of the business. 

Before joining the institute, Mr. 
Newton was president of Shenandoah 
Life of Roanoke, Va., and before that 
was assistant vice-president and at- 
torney of American Telephone & Tele- 
graph Co. in Washington, D.C. Earlier 
he was general attorney of Chesapeake 
& Potomac Telephone Co. of Virginia. 
He received both his bachelor’s and his 
law degree from the College of William 
and Mary, and after graduation taught 
law there. Later he worked for the 
Virginia Corporation Commission. 

Mr. Johnson was the institute’s first 
president. He had just served as presi- 
dent of National Assn. of Life Under- 





M. Rey Dodson 


(CONTINUED ON PAGE 17) 








Holgar J. Johnson, right, who will retire as president of Institute of Life 


Insurance at the end of the month, joins in a warm handshake with his suc- 
cessor, Blake T. Newton Jr., executive vice-president of the institute since 


1959. 





O'Leary LIA Report 
Predicts Recovery 
Continuing In 1962 


A prediction that 1962 would bring 
a further sustained recovery of the 
nation’s economy, 
along with a con- 
tinued expansion 
of business activi- 
ty, increased 
spending at all le- 
vels of govern- 
ment, a substantial 
increase in consu- 
mer spending, a 
less easy credit po- 
licy, upward pres- 
sure on long-term 
interest rates and 
a danger of re- 
newed inflationary pressures, was 
voiced in a report presented to Life 
Insurance Assn. of America at its an- 
nual meeting in New York. 

James J. O’Leary, LIA’s director 
of economic research, made the pre- 
dictions, adding, “It would not be sur- 
. prising to witness a rise in our gross 
national product to a $575 annual rate 
by the fourth quarter of 1962.” 

He said that next year’s expansion 
will produce rising demands for capital 
to finance business and industry, hous- 
ing, and federal, state and local govern- 
ments. 

“It seems likely that total capital 
demands in 1962 will tend to exceed 
the available supply of capital funds 
and that consequently there will be 
upward pressures on interest rates. 
Moreover, it is probable that, as the 
national economy moves closer to capa- 
city operation in 1962, the need to 
check upward pressures on the price 
level will require the Federal Reserve 
authorities to adopt a more restrictive 
credit policy. This would contribute, 
of course, to upward pressures on 

(CONTINUED ON PAGE 25) 


American Life, Ala., 
Buys Murchison 
Gulf Life Holdings 


American Life of Birmingham has 
bought the Murchisons’ interest in 
Gulf Life for $17.5 million dollars. The 
Murchisons have owned about 400,000 
shares of Gulf, or 16% since 1959 when 
they paid $13.5 million for the stock. 

American Life is 80% owned by Troy 
V. Post, Texas insurance executive and 
financier who has pursued an emi- 
nently successfully life insurance in- 
vestment program through American 
Life and through Life Insurance Stock 
Fund, a mutual fund specializing in 
life insurance investments. American 
Life owns some 69,000 shares of United 
Services Life and 39,000 shares of 
Great American Life Underwriters, the 
investment company owning Franklin 
Life stock. 

The Murchisons, who sold Atlantic 
Life this year, still own 24% of Life 
& Casualty and 80% of Lamar Life, 
the spinoff of Life Companies Inc. 

The market reacted to the news of 
the Gulf acquisitions affirmatively and 
the company was in demand on Wed- 
nesday. It was understood that Mr. 
Post would become chairman of Gulf, 
but that otherwise no management 
changes are contemplated. Gulf is 
understood to be purely an investment 
on the part of American Life; no merg- 
er of the two companies is being 
contemplated. 





James J. O'Leary 
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MISREPRESENTATION IS ISSUE 





Why Appeals Court Upheld Award Noy Clear Pattern In 


Against Agent J. Leland Anderson 


What were the significant steps by 
which the federal court of appeals at 
San Francisco concluded that Federal 
Judge McLaughlin at Honolulu was 
correct in awarding $25,809 damages to 
Roger I. Knox, a field plantation su- 
perintendent on the island of Maui, 
against agent J. Leland Anderson for 
having misrepresented in the sale of 
$150,000 of life insurance on the bank- 
loan plan? 

The decision of the three-judge ap- 
peals court was reported briefly in last 
week’s issue. For one thing, the court 
made it clear that it was not passing 
on the question of a fiduciary relation- 
ship that the trial judge indicated ex- 
isted between the buyer and seller. 

But the appeals court was very much 
interested in whether Mr. Anderson 
had told Mr. Knox as a fact, and not 
merely as an expression of opinion, 
that the proposed insurance was a 
suitable plan for him. 

“It is our opinion that the evidence 
before the trial court warranted its 
findings that there was such a repre- 
sentation of suitability and that such 
representation was not true in that the 
insurance program sold to Knox was in 
fact not a suitable one in view of all 
the facts then existing with respect to 
him—his income, his financial con- 
dition, his prospects, his family, and 
their prospective needs,” said the ap- 
peals court. 


Fraud Harder To Spot 


“The question whether the repre- 
sentations made by Anderson to Knox 
were actually false or made with reck- 
lessness as to make them substantially 
fraudulent, is a more difficult one; it 
turns in part upon a decision as to 
whether the representation of suita- 
bility was in truth a representation of 
fact and not a mere expression of opin- 
ion. In approaching these matters it is 
not the function of this court to find the 
facts initially but merely to ascertain 
whether the facts as found by the 
trial court were, in view of the record, 
clearly erroneous.” 

Quoting from a letter from Mr. An- 
derson to Mr. Knox extolling the vir- 
tues of the proposed plan, the appeals 
court said: “In substance the testimony 
of the witness Kreidler [a Honolulu 
agent who worked with Mr. Anderson] 
as well as that of Knox and his wife 
was to the effect that many similar 
statements were made by Anderson 
to Knox at the time that Anderson 
first presented the insurance deal to 
him. 

“Anderson testified that he made no 
such representation as to the suitabil- 
ity of the program he was selling. 
Plainly the trial judge did not believe 
him. Indeed, as we note hereafter, An- 
derson testified that the question of 
the suitability of the bank loan plan 
for Knox and his needs did not con- 
cern him. 

“That Anderson did in fact inform 
Knox that the program was a suitable 
one and strongly urged him to pur- 
chase the insurance as meeting his 
needs and consistent with his capabil- 
ities is supported by the evidence 
which the trial court had the right to 
believe. 

“We are also of the opinion that 
under the circumstances of this case 
the court was fully warranted in find- 
ing that Knox had the right to rely 
upon these representations of suitabil- 


ity. The courts’ opinion and its find- 
ings reflect the view that Anderson 
went to considerable pains to lay the 
groundwork for a maximum impact of 
his salesmanship upon Knox...... 

“The finding of the trial court, (162 
F. Supp. 343), that when Knox pur- 
chased this program of bank financed 
insurance ‘defendant knew that he did 
not understand said program and did 
not intend that he should understand 
the same and plaintiff did not make an 
independent decision thereon but re- 
lied completely upon the defendant’ 
cannot be said to be clearly erroneous, 
not merely because of the assurance 
which Kreidler gave Knox that he was 
about to meet a man who was especial- 
ly qualified to give information in this 

(CONTINUED ON PAGE 2) 


HOWELL RETIRES DEC. 31 


William Chodorcoff 
Named An Executive 
V-P Of Prudential 


NEWARK—William Chodorcoff, 
vice-president and comptroller of Pru- 
dential since 1957, has been appointed 
an executive vice-president, effective 
Jan. 1. The number of executive vice- 
presidents will remain at three, since 
Valentine Howell, who has held that 
office since 1950, will retire Dec. 31. 

Wendel J. Drobnyk, 2nd vice-presi- 
dent since 1957, will become vice-pres- 
ident and comptroller Jan. 1. 

Donald S. MacNaughton, named as- 
sociate general counsel last year, be- 
comes vice-president and special as- 
sistant to the president, effective 
immediately. 

Clifford Whitcomb, assistant comp- 
troller since 1957, becomes associate 
comptroller Jan. 1. He joined the com- 
pany in 1948. 

Mr. Chodorcoff, a native of Canada, 
joined Prudential’s actuarial depart- 
ment in 1930. He is a fellow of Society 
of Actuaries. He was a 2nd vice-presi- 
dent from 1949 to 1957. 

Commenting on the retirement of 
Mr. Howell, President Louis R. Men- 
agh said, “His contributions of time, 
energy and imagination have resulted 
in greater security for millions of 
American families.” 

Mr. Howell first joined Prudential 
in 1914. He left in 1919 to go with 
Equitable of Iowa, moved to Guardian 
Life of New York in 1920 and returned 
to Prudential in 1928. He was elected 
vice-president and actuary in 1938. He 
played an important part in the de- 
velopment of health insurance and the 
family policy at Prudential. He is a 
past president of Society of Actuaries, 
a member of the actuarial advisory 
committee of the Veterans Adminis- 
tration and a former member of the 
Hoover Commission on reorganization 
of the federal government. 

Mr. Drobnyk was with the New Jer- 
sey department before going to Pru- 
dential in 1930. He was associate comp- 
troller 1951-57. He is an associate of 
Society of Actuaries. 

Mr. MacNaughton practiced law in 
upstate New York before becoming a 
deputy New York insurance superin- 
tendent in 1954. He joined Prudential 
in 1955. 
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Eugene Thore Sees 


Kennedy First Year 


NEW YORK—More than 30 areas y 
federal legislation, regulation, taxes; 
and monetary pq. 
licy held considey. 
able — significang 
for the life insy. 
ance business dur. 
ing 1961, Eugen 
M. Thore, vice. 
president and gen. 
eral counsel 4 
Life Insurang 
Assn. of America 
stated in his an. 
nual report pre. 
sented to the mem- 
bership at the as- 
sociation’s annual meeting here. 

No clear pattern of results is yet 
apparent after the end of the firs 
year of ‘the Kennedy administration 
and the 87th Congress, Mr. Thore said, 
although President Kennedy has 
turned out to’ be both aggressive and 
skilled in the art of politics, and his 
administration has given new impetus 
to the Democratic majorities in both 
houses. He said that the change in 
House leadership, resulting from the 
recent death of Speaker Rayburn, to- 
gether with the decreased momentum 
of an administration after its first year 
in office, may forecast more difficulties 
for the New Frontier during the coming 
session of Congress. 





Eugene M. Thore 


Taxation 


The largest single area of activity 
was in the general area of taxation, 
Mr. Thore pointed out, with more 
than a dozen separate specific issues 
having come to the fore during the 
past year. Among the chief of these 
were developments involving regula- 
tions under the life insurance company 
income tax act of 1959. 

Discussing the final regulations is- 
sued by the Internal Revenue Service 
this year under this relatively new tax 
law, he noted that the letters of protest 
to IRS by life company associations 
had met with a reasonable degree of 
success, securing changes in some but 
not all items to which objections were 

(CONTINUED ON PAGE 23) 





Paul S. Mills, managing director of 
American Society of CLU, left, pre- 
sents Harry A. Krueger, general agent 
of Northwestern Mutual at New York, 
with the Walter A. Craig memorial 
award in recognition of his 15 years 
as associate editor of the society's 
journal. Presentation took place during 
meeting of the New York City CLU 
chapter. The award is in memory of 
the journal’s first editor and is pre- 
sented annually for meritorious serv- 
ice te the society. 





Decem 





| XUM | 





1, 141 December 16, 1961 LIFE INSURANCE EDITION 
es 
ln 
ar 
) areas of 
mM, tax 
tary pol. 
fe insyy. | 
ness dur. | i 
__ Bue i I 
e, Vice. 
and gen. i i 
Insel of | | 
Nsurance | | 
America, r nN 
his an. es ee ee ee ee 
ort pre. i 1 
she mem- | 
t the as. F ] 
re, | 
: is yet : 1 
e first 
nistration I | 
10re said, | 
dy — has | 0 
Sive and | Fanatic aaa caaianatiaeniaensieaieainateaiananiaeiemiaial 
, and his 
impetus I ! 
in both | i 
lange in 
‘rom the 
ourn, to- 
omentum | | 
‘irst year 
fficulties 
e coming 
1 
CHANNELED FOR SUCCESS ¢-~, 
tivi i 7 
aa i i At Provident Mutual we believe 1 
h more I i that initiative, ambition and ima- i 
ic issues r gination spell success when chan- I 
ring the \ ; neled by modern methods of | 
of these training. I 
regula- . 
ae I I Because we feel so strongly about | 
i i schooling men in the concept of I 
ions is- | professional clientele building, r 
Service | | Provident Mutual actively encour- 1 
new tax P 1 ages its agents to complete 
_— r r L.U.T.C. and C.L.U. courses. We il 
wre . congratulate not only our men | 
me but { f who have completed these courses, i 
ns were i I but also both organizations—the 1 
| | Life Underwriters Training Coun- 1 
ins | r cil and the American College of r 
I Chartered Life Underwriters — 
i af é r 
i F for providing the opportunity for 
life underwriters to advance pro- i 
I fessionally. | 
I 1 
f I 
\ ; 


eee ee 





PROVIDENT MUTUAL LIFE INSURANCE COMPANY OF PHILADELPHIA 


ctor of 
't, pre- 
1 agent 
y York, 
emorial 
> years 
rciety’s 
during 
y CLU 
ory of 
is pre- 
3 serv- 











FteNATIONAL UNDERWRITER 


Lester Schriver Is Honored In Absentia 


(CONTINUED FROM PAGE 1) 
corder by Harold Loewenheim, Home 
Life of New York, association president 
and the response made on Mr. Schriv- 
er’s behalf by his son, Merritt, director 
of promotion of Life Underwriter 
Training Council. 

Merritt Schriver led off by saying 
that “while I may be a substitute Les- 
ter, I have papers to prove that ’m a 
legitimate Schriver.” He said it was 
the first time, to his knowledge, that 
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California Life-Size 
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i Byron Anderson, Sales Vice Pres. a 
California Life Insurance Co. 


Dept. F, 4400 MacArthur Blvd. 
Oakland 19, California 


I am interested in full partic- 
ulars concerning the growth 
opportunities as a general 
agent for California Life. 


Your name 





Address. 





Zone___State 





City. 


Previous experience 

















Your annual income goal $. 
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CALIFORNIA LIFE 
INSURANCE CO. 


Dept. F, 4400 MacArthur Blvd. 
Oakland 19, California 


General agency openings now available in: 
Alaska, Alabama, Arizona, California, Colo- 
rado, Florida, Idaho, Illinois, Indiana, Louisi- 
ana, Michigan, Minnesota, Missouri, Nevada, 
Oregon, Pennsylvania, South Dakota, Utah, 
Washington, and the District of Columbia. 


“LIFE iS DIFFERENT IN CALIFORNIA LIFE” 





his father had ever failed to be on hand 
for an engagement—“by hook or crook, 
he always made it.” Noting that his 
father is past 70, he remarked, “They 
tell me that when you’re that age your 
friends mean a great deal to you. This 
recorder will remind him of this oc- 
casion for many years to come.” 

Mr. Byrd said the major challenges 
facing the life insurance business can 
be grouped into two broad categories: 
a constant and growing need for in- 
creasing the quantity and quality of 
the field forces, both field management 
and agents, and the recapture of ag- 
gressive initiative in the market-place 
which has dominated the business’s 
long history but which seems to have 
waned a bit in recent years. 

“The need to upgrade our field forces 
has always been with us,” he declared. 
“But it is likely to become quite acute 
over the next few years. Agent turn- 
over and business lapse ratios have 
actually been unchanged or increasing 
since the early 1950s. Everything re- 
lated to attracting, holding and im- 
proving the sales skills and product 
knowledge of life underwriters must 
receive highest priority.” 

“We have let others sell the public 
(and, strangely, some of our own) on 
the questionable idea that there are 
‘substitutes’ for the contractual guar- 
antees of life insurance. 


Based On Sound Principles 


“The life insurance business was 
founded and has reached its present 
level on the basis of sound principles 
and fundamental appeals. We must 
remind ourselves of what these prin- 
ciples and appeals are and then get 
back to the important job of merchan- 
dising them with renewed zeal. 

‘We can say with all conviction that 
life underwriters need to reaffirm their 
belief in the unique values of life in- 
surance. Then they and companies to- 
gether must be more militant in ex- 
plaining what life insurance can do 
that no other financial arrangement 
can do. 

“The matter of informing the public 
is really a never-ending task. As we 
look into the future, we can perceive 
a real need to inform and educate the 
future buyers of life insurance—es- 
pecially the younger people among us.” 

Indications of renewed interest on 
the part of company executives in their 
field forces are dramatized by the pro- 
grams of several important company 


Occidental Life, N.C.., 
Forms Fire, Casualty 
Unit, O'Bryan Head 


Occidental Life of North Carolina 
has formed Occidental Fire & Casualty 
Co., licensed initially in 11 states in the 
area. The company will put special 
emphasis on transportation insurance. 

Occidental Fire & Casualty is the 
successor corporation to an inactive 
multiple line company whose charter 
Occidental Life bought several months 
ago. Its offices will be in Raleigh and 
Denver. Officers are William H. O’Bry- 
an, president; Lawrence A. Long, sec- 
retary, and R. P. Woodson III, treasur- 
er. Directors, in addition to the officers 
named, are M. F. Browne, Edgar Faust, 
J. B. Headley Jr., and L. F. Lee Jr. 

Mr. O’Bryan has been vice-president 
of the Tri State group, which includes 
Tri State Ins. Co., Midwestern Ins. Co. 
and Farmers ‘& Merchants. He was 
with Oklahoma Compensation Rating 
Board in 1937, after which he joined 
Tri State as underwriter. He is a mem- 
ber of the Tulsa board. 





and company association meetings held 
this fall, said Mr. Byrd, adding: “And 
they come none too soon, considering 
the market conditions facing our busi- 
ness.” 

After analyzing the huge market 
potential for life insurance in the years 
ahead, Mr. Byrd suggested to the gen- 
eral agents and managers that one of 
their great responsibilities is to com- 
municate to home office agency depart- 
ments the attitudes and experiences of 
their agents. There must be two-way 
communication between field and home 
office, so that morale can be main- 
tained at a high level, so that agent 
turnover is reduced to enable career 
agents to be developed more rapidly, 
and to make certain that agents are 
encouraged to increase their know- 
ledge and sales skills. 

Mr. Byrd made a similar talk the 
previous week at the meeting of the 
District of Columbia Life Underwriters 
Assn. 

William A. Kuamoo, of the Ka- 
maaina Agencies, Honolulu, led all 
other General American Life repre- 
sentatives in individual life insurance 
sold during October. 
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Equitable Society 


Plans A 35-Story 
Chicago Building 


Equitable Society has announcy 
preliminary plans for a 35-story build. 
ing in Chicago, next to the Chicag 
Tribune Building on North Michiga, 
Avenue. 

Equitable will occupy about 100,0q 
square feet and rent the remainde, 

The building will be set well bag 
from the street, with a 100,000 squay 
foot landscaped area intervening. 

The land is owned by the Tribune 
and Equitable has an option on jt 


C. T. Olson Resigns 
From American L.&C. 


Curtiss T. Olson has resigned a 
vice-president and director of agencies 
of American Life & Casualty. He joineg 
the company as general agent in 1959 
and had been at the home office since 
1955. He has served five terms in the 
North Dakota legislature. 














Joseph E. Boettner, C.L.U., President 
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The Declaration of Independence 
in Philadelphia, he wasn’t thinking of 


He was thinking of Freedom and 


In 1961, to many clients of the 
Philadelphia Life’ Insurance Company, 


the VIP (Very Important Policy). 
The VIP, ($25,000 minimum), 
is designed to guarantee that 
which is still the greatest of 


P. hiladelphia L ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


In 1776, when 
Thomas Jefferson signed 


“NET COST”. 


Independence. 


Independence means 


American watchwords: 
Freedom from want. 


James H. Burdick, Agency Vice-President 
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Do-it-yourself projects include miniature 
Japanese garden, complete with fish pond, 
arched bridge and stone lanterns. Giving 





ned Dad a hand is oldest daughter Barbara, 16. 
nce 
| of 
“99 a 
and Robert J. Rea, CLU. enjoys a dip in his backyard pool after a busy day in the 
insurance world. Looking on are three of his four daughters; Patti, 4, Cindy, 10, 
and Christine, 8, standing. Bob, a member of the Robert D. Metcalf Agency in 
ce. Sacramento, is a life member of Equitable’s Million Club. 









Cool refreshments for the children are 
served up by Bob and wife June at fam- 
ily snack bar in their attractive home. 
Barbara stands at right. 
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at | | ) 
\c. Advice: Bob discusses optional modes of set- As publicity chairman of the local CLU Helps Frank Skover, prominent Sacra- 
S: tlement with Mrs. Aileen Draper, widow of a chapter, Bob meets with William Schuster, mento realtor, plan his estate. Bob serves 
client who was protected with considerable chapter past president, to discuss ways of on the Polio Foundation, United Crusade 
t. Equitable Living Insurance. getting CIU publicity into the papers. and Family Service Agency. 
A Man's Prestige somehow goes hand in hand with the prestige of EQI J I T A B I E 
the company he represents. This is why Bob is proud to be a life THE 
underwriter for Equitable. It’s a full life. And a rewarding one. Life Assurance Society of the United States 
Living Insurance is more than a need . . . it is a career. Home Office: New York,N. Y. ©1961 
ent 
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house of original ideas 


The pride a Bankerslifeman feels in the company 


he represents stems in 


reputation his compan 


very large measure from the 


y has earned over the years 


for the introduction of really original ideas in the 


life insurance business 


. He is proud to say he was 


the first to carry the now popular Guaranteed Pur- 


chase Option, the Cradle Protection plan and the 


Wife Protection Rider 
chosen and thoroughly 


lifeman has service as 


in his brief case. Carefully 
trained, the typical Bankers- 


his watchword. This means 


that his professional presentation of the new ideas 


from his company will see to it that his clientele 


gets optimum benefits 
Fits The Need.” 


BANKERS 


from “The Company That 


COMPANY 


DES MOINES, IOWA 





Entering Our 


Second 


Half-Century of Service 


With a continuous record of 


growth through service to policy- 


holders and agents during our first fifty years, Illinois Mutual Life 


and Casualty Company looks 
half-century of progress and succ 


forward confidently to a second 


CSS. 


Illinois Mutual has a complete portfolio of quality Life, Dis- 
ability Income, Hospital and Major Medical insurance issued on 


both individual and group basis. 


Join a growing, progressive 
industry leader providing 
security for its policy- 
holders and financially 
rewarding careers for its 
agents. Ask about Illinois 
Mutual's two new non- 
canceilable and guaranteed 
renewable disability policies 
with tife-insurance-like 
high first year commissions 
yet with liberal A & S-like 
renewal commissions. 





Protecting your future 
is our tradition 










ILLINOIS MUTUAL 
Life and Casualy Company 





Prudential Report 
Sees Good Recovery 
For Business In ‘62 


Prudential’s economic forecast for 
1962 predicts a 9% increase in the 
gross national product, which is the 
total value of all goods and services 
produced in the country. This repre- 
sents a $46 billion raise over the $520 
billion GNP in 1961 and would be the 
largest increase in national output in 
the country’s history both in dollar 
amount and percentage gain. 

On the other side of the ledger, the 
report says that unemployment will 
remain over the 5% level during the 
year, due to a large increase in the la- 
bor force, inadequate training, poor in- 
formation regarding job openings and 
lack of geographic mobility. 

Public spending is expected to be in 
the forefront of the rise. Increasing 
purchases will be seen in new auto- 
mobiles, home appliances and other 
durable goods, and also in education, 
travel, recreation and other services. 

Other developments predicted are: 

—Business will invest $51 billion in 
new plants and equipment, $5 billion 
more than it spent in 1961. 
Government Spending Up 

—Government spending (federal, 
state and local) will probably amount 
to $119 billion, a gain of $11 billion. 

—Business additions to inventory are 
apt to be $5 billion, $3 billion more 
than 1960. 

—Housing starts will be about 1,450,- 
000, and the dollar volume will likely 
be around $24 billion, over $2 billion 
above 1961. 

“National output has shown a vig- 
orous upturn since touching bottom in 
early 1961,” the Prudential report says. 
“In fact, the recovery in GNP, mea- 
sured in dollars of constant purchasing 
power, has been somewhat better than 
the pattern of recovery from earlier 
postwar recessions.” 


NALU Membership Unit 


Named; Loyer Chairman 

NALU President R. L. McMillon, 
Business Men’s Assurance, Abilene, 
Tex., has named the members for 
NALU’s membership committee. The 
committee consists of 12 area chair- 
men, liaison chairmen for General 
Agents & Managers Conference and 
NALU’s committee of women under- 
writers, and Samuel S. Loyer, Bankers 
Life of Iowa, Columbus, O., chairman 
of the committee. 

Area chairmen are Herbert B. Brink- 
ley, Independent Life, Tallahassee, 
Fla.; Walter S. Hopkins, Massachusetts 
Mutual, Morgantown, W. Va.; Arthur 
R. Kapner, Connecticut Mutual Life, 
Albany; Douglas A. Bora, Aetna 
Life, Rowayton, Conn.; Nathan 
Kaufman, Indianapolis Life, Shelby- 
ville, Ind., and Tom L. Mitchell, Mutual 
of New York, Birmingham, Ala. 

Also, R. C. Howard, Liberty National 
Life, Oklahoma City; Thomas V. Fitz- 
gerald, New York Life, St. Louis; Le- 
Roy Jerstad Jr., Massachusetts Mutual, 
Racine, Wis.; Fred E. Provenzano, 
Kansas City Life, Colorado Springs; 
Thomas L. Adams, New York Life, 
Las Vegas, and H. G. Horn, Business 
Men’s Assurance, Portland, Ore. 

Liaison for the committee of women 
underwriters is Sophie S. Baranski, 
Prudential, Plainfield, N. J., and for 
GAMC, L. Kent Babcock, Aetna Life, 
Philadelphia. 

Franklin Life had record sales of 
$104,773,617 in November, a 12% in- 
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YEAR-END ESTIMATES 


1961 Sales Total 
$79.5 Billion; In 
Force $635 Billion 


NEW YORK—Life insurance in aj 
areas—in year-end 1961 in-force fig. 
ures, 1961 sales and volume of benefits 
paid during the year—is continuing 
its steady growth, William P. Worth. 
ington, chairman of Home Life of New 
York, reported in his presidential aq. 
dress at the annual meeting of Life 
Insurance Assn. of America here. 

Life insurance sold to U. S. residents 
by legal reserve life companies in 196} 
is estimated at $79.5 billion, 7% more 
than was sold in 1960. About 54 bj. 
lion is ordinary, a gain of 2%, $18.5 bil. 
lion is group, up 26%, and $7 billion js 
industrial, an increase of 2%. 

Total insurance in force as of Dee, 
31, 1961 is estimated at $635 billion, an 
8% gain, of which $365 billion is or- 
dinary, up 7%, $195 billion group, an 
11% increase, and $40 billion is indus- 
trial, approximately the same as last 
year. Credit life in force is estimated 
at some $35 billion, up 12%. 

Life insurance, annuity and health 
contracts in legal reserve life compa- 
nies are providing a record $11.4 billion 
in benefits during 1961. About $5.1 bil- 
lion is expected to be paid in living 
benefits from life companies selling 
this latter form of coverage. 

Later in the program, James J. 
O’Leary, LIA director of economic re- 
search, in his report, estimated that 
U.S. life company assets on Dec. 31 will 
reach $126.3 billion, an increase of $6.7 
billion during the year. The figure in- 
cludes an allowance of $500 million 
for a net increase in the value of assets 
which are carried at market values. 


Industry Meeting With 
IRS Officials Termed 
‘Wholly Satisfactory’ 


WASHINGTON—A recent meeting 
between life insurance spokesmen 
and officials of the Internal Revenue 
Service to discuss interpretations of 
IRS regulations under the life company 
income tax act of 1959 was termed 
“wholly satisfactory” in a joint bulle- 
tin issued by American Life Convention 
and Life Insurance Assn. of America. 
The meeting was reported briefly in 
last week’s issue of THE NATIONAL UN- 
DERWRITER. 

The meeting was attended by men- 
bers of the ALC, LIA and Life Insur- 
ers Conference joint advisory commit- 
tee on interpretation of company fed- 
eral income tax law and staff members 
of the three associations. 

The bulletin stated, “It was made 
clear at the meeting that neither the 
joint advisory committee nor the as- 
sociation staff members could enter 
into any binding agreements on be- 
half of the business. It is the view of 
the service, however, that this type of 
exchange of views will tend to narrow 
ultimate controversy. One result of 
such discussions might be to apprise 
industry members of IRS interpreta- 
tions so as to eliminate misunderstand- 
ing. Another result might be to obtain 
reactions of the business to these in- 
terpretations and perhaps bring to the 
attention of IRS officials information 
that would cause an amendment of 
their views.” 





A Massachusetts Mutual policyhold- 
er, pleased at receiving $100,000 in dis- 
ability benefits, wants to leave the 
company $20,000 as a sign of his grati- 
tude. 
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Urges Adopting Standard Paid-In-Full 
Doctor-Care Plan, Fee Schedule For MDs 


Dr. Frederic E. Elliott, former con- 
sultant to the chairman of United 
Medical Service (New York City Blue 
Shield), in his article below describes 
two areas of cooperation where doctors 


and the health insurance industry— - 


poth the service plans and the private 
insurers—might work together to keep 
up with the growing demand for 
proader paid-in-full doctor-care cov- 
erage. The two areas, as Dr. Elliott 
sees them, are the adoption by in- 
surers of a standard doctor-care con- 
tract that would provide paid-in-full 
first-dollar benefits, which in turn 
would involve an agreement from doc- 
tors to operate under a fee schedule. 


By DR. FREDERIC E. ELLIOTT 


A statement of services rendered 
by a doctor, marked “paid-in-full by 
insurance,” is a piece of paper that 
creates good will for both the doctor 
himself and the insurer involved. Good 
will never hurt anybody, but, too 
often today, when a doctor finds out 
his patient is insured, he is inclined 
to raise his fees, a practice which re- 
sults in little or no relief for the pa- 
tient’s pocketbook. 


15% Covered 


Within a score of years nearly 75% 
of the American people have acquired 
some form of doctor care expense in- 
surance coverage. This remarkable 
promotional enterprise has been de- 
veloped under a system of free enter- 
prise and not because of the public’s 
obedience to some political mandate. 
It shows one very important thing— 
that people are willing to buy what 
they want. 

Within those same years, people 
have become “insurance conscious” 
and, I believe, that with a few more 
years of experience they will become 
“insurance wise.” The question fol- 
lows—will insurers, both the “indem- 
nity” insurers and non-profit plans, 
within the next decade be able to keep 
pace with this more knowledgeable 
public? Will they, as the public is 
bound to demand that they do, in- 
crease the quality of health insurance 
coverage in the crucial next 10 years? 

More than half of the gainfully em- 
ployed of the urban and suburban 
populations are now employed ‘by cor- 
porations, and are thus participants 
in doctor-care insurance in one form 
or another. Employment has removed 
the uncertainty of income-level or 
standard of living for most people to- 
day. On the other hand, the price of 
doctor-care, by long-established cus- 
tom, has varied up or down according 
to a patient’s or family’s standard of 
living or financial resources. But, 
community life has changed consider- 
ably in recent years, and the average 
doctor is no longer familiar with the 
circumstances of each patient as he 
once was years ago. He can, and often 
does, make mistakes in his estimates 
of how much the traffic will bear. 


Doctors Decide Fees 


Most insurance contracts—as they 
are now constituted—leave the deci- 
sion of the amount of the fee entirely 
to the doctor, and because he isn’t 
always accurate in his figuring of pa- 
tient income, he often unjustly over- 
charges for his services. In fact, the 
odds are against equitable treatment 
especially when the income of a pa- 
tient is in the lower bracket and the 


coverage merely the “indemnity” type. 
A doctor will inquire in great detail 
into matters of the most intimate 
nature when he wants to establish a 
diagnosis, but he simply will not in- 
terrogate or investigate the financial 
affairs or income of a person so that 
he may determine a fair and equitable 
fee. Voluntary insurance can _ be 
wrecked on such unlighted shoals. 


oped which will ultimately provide a 
complete solution to this problem of 
meeting all the expenses of good med- 
ical care, especially for that group in 
the lower income bracket. I believe 
that it can, but not if the industry 
simply stands pat. 

The economic foundations for good 
living call for a program of insurance 
that provides paid-in-full doctor-care 
for that 60% to 70% of the American 
people who live on resources which 
do not admit of inclusion of budget 
items for meeting unusual and un- 
predictable costs of sick care. During 


7 


ple have increasingly demonstrated 
the desire to plan for insurance cov- 
erage of these uncertainties. And I 
believe it is now, as it has been for 
some time, the social responsibility of 
doctors and insurers to organize and 
make this possible. 


Wilderness Of Words 


Can the public, the doctors and the 
insurers be rescued from the wilder- 
ness of words in which are spelled out 
the variety of conditions and benefits 
in the vast and changing array of 
health insurance policies today? Can 


Se SS 


Can a form of insurance be devel- 


the past two decades these same peo- 


(CONTINUED ON PAGE 24) 





... Without knowing it? 


ARE YOU OUR KIND OF AGENT? 
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Are you well aware that life insurance and health insurance are opposite 
sides of the same coin? 


Do you appreciate the importance of really integrating health insurance 
into the programs of personal insurance you present, rather than simply 
selling to those who ask for it? 


Are you now representing a life company that does not have complete 
health insurance facilities for client programming? 


Are you working mostly in the middle-income, middle aged (or younger) 
market of average families? 


At claim time, do you truly enjoy delivering with personalized service 
the promises you made earlier, with the sure knowledge of backing by 
a company with the right kind of policy behind its policies? 


Are you accustomed to examining needs carefully, explaining coverage 
solutions thoroughly, and handling applications properly? 


Are you a keen, career-motivated ordinary life agent, with a sincere 
professional attitude toward those you serve? 


Are you well established in life insurance, or has your general agent 
or company suggested that a high-grade health insurance specialist 
insurer can help you become well established more rapidly? 


Do you get real satisfaction out of the knowledge that you are personally 
putting into another human being’s life such a dynamic “life-saver” as 
disability income replacement? 


If you can honestly answer “yes” to these 9 questions, the 


chances are that you belong with American Health or a company 
very much like ours. We seek to be—and we honestly believe we are 
—the kind of company this type of agent should represent. 


ANC 


RATION 


INSURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 


AMERICAN HEALTH 





LOMA GRADUATES TOLD: 


Age Of Automation 
To Put Premium On 
Creative Management 


NEWARK—A cheering forecast of 
increasing opportunities for creative 
management was made by Francis S. 
Quillan, vice-president in charge of 
Prudential’s ordinary policy, debit pol- 
icy, claim and general office adminis- 





FeNATIONAL UNDERWRITER 


tration departments. He spoke at a 
dinner meeting of Society of Life Of- 
fice Management Assn. Graduates, 
held at the Prudential home office. 
Mr. Quillan tried to assess the effect 
of automation especially on the middle 
management level. There have been 
fears that insurance companies would 
be exclusively run by a few programers 
Mr. Quillan felt that the record so far 
has belied this idea. Automation has 
organized communications within com- 
panies to the point where a new em- 
phasis is being placed on initiative and 
above all on results. In this regard Mr. 
Quillan said the trend toward making 


” 


the executive an “organization man 
is actually being reversed by automa- 
tion. 

“If the process continues long 
enough, we might even make execu- 
tive jobs what the textbooks now say 
they are, he said. 


Management Pay Undiminished 


A good place to see the signs of 
down-grading of the executive function 
would be in salaries. Mr. Quillan said 
that in his company there has been 
progress made in reducing costs in 
every department but that of the man- 
agement salary account. 











At Christmas Time 


. . . we wish you could hear the chimes atop the 
Equitable Tower when they play so many of 
our beautiful and best loved Christmas Carols. 
We wish that your hearts could be made a little 
lighter, and your days a little brighter, as are those 
of thousands of our home city residents. But most 
of all, we wish for you and yours a most happy 


Holiday Season. 


Cyuilable 


LIFE INSURANCE COMPANY OF IOWA 
FOUNDED 1867 — DES MOINES 
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What changes might occur in the 
structure of life companies? Here Mp 
Quillan saw signs that the compute, 
are breaking down the traditional de 
partmentalization of managemen; 
functions. Automation has caused wor 
to cut more and more across depart. 
mental lines, and sometimes in 
future a realignment of the structup 
of life companies will have to fp 
undertaken. 

“The need for this reorganization jy 
already in sight,” he said. “But the 
shape it will take is not yet in sight» 

As for the fear that automation j, 
causing technological unemployment, 
Mr. Quillan said Prudential has stuck 
to its policy of not replacing a sing) 
person with machines. He foresaw 
however, serious difficulty in the fie 
of education. As routine jobs are 
replaced by positions demanding mor 
education and higher skills, the schoo 
systems are failing to meet this need, 

“If the problem is going to be lickeq 
it will have to be solved among the 
young. It costs only $600 to $700 a year 
to keep someone in school, but it costs 
$6,000 to keep him in jail. On that ba- 
sis, school costs would look like a pretty 
good investment.” 


National Quality And 
A&S Persistency Awards 
Applications Available 


Applications for the 1962 National 
Quality Award and for the Health In- 
surance Persistency Award have been 
made available through a variety of 
sources. NALU co-sponsors the NQA 
program with LIAMA and the HIp 
award is co-sponsored by NALU, 
LIAMA and International Assn. of 
Health Underwriters. Francis G. Bray, 
New England Life, Houston, is chair- 
man of NALU’s quality business com- 
mittee. 

The NQA form A may be found on 
pages 53-54 of the December issue of 
Life Association News, NALU’s official 
magazine. Combination agents must 
use NQA form B, which may be ob- 
tained from NALU headquarters in 
Washington, D.C. Form C, which is 
used along with either form A or B if 
the applicant has changed his company 
affiliation during the past two years, 
is also available at NALU headquarters. 
HIP award applications may be ob- 
tained from local life underwriters 
associations, from NALU or IAHU 
headquarters. 


Time Schedule 


According to Mr. Bray, the following 
time schedule must be strictly ad- 
hered to by applicants: Appropriate 
NQA form must be completed by the 
applicant and forwarded to his com- 
pany office for verification no later 
than Jan. 31, 1962. From there it must 
go to NALU headquarters for final 
processing no later than Feb. 28. The 
applicant’s name must be on NALU’s 
paid-up membership roster no later 
than April 15—which means his local 
association must report his name and 
submit his dues payment to NALU 
by that date. 

The same deadlines also apply for 
the HIP award. 

The final tally for 1961 shows that 
14,876 producers won the NQA, about 
the same number as in 1960. 


Ralph E. Beard, Fort Wayne, was 
named “Premier Performer” for Oct- 
ober by Midland Mutual Life. The de- 
signation is awarded each month to 
the agent who turns in the best all- 
around performance record. This 1s 
the seventh time Mr. Beard has won 
since joining the company in 1954. 
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Offers Aid Against 
Prospect Who Does 
Agent Out Of Sale 


Ways in which company counsel can 
help the agent avoid losing commis- 
sions on a prospect 
who switches the 
sale to his brother- 
in-law, the agent 
whose convention 
expenses may be 
deemed to be in- 
come to him, the 
agent who is ac- 
cused of practicing 
law, and the agent 
who may be taking 
a chance on a mis- 
representation suit 
were discussed by 
W. Douglas Bell, vice-president of 
State Mutual Life, at the winter meet- 
ing of Assn. of Life Insurance Coun- 
sel in New York City. 

1. The’ brother-in-law _— problem: 
“Could we in cases such as these, 
counsel and assist our agents in the 
preparation of a contract to be exe- 
cuted by the agent and potential cus- 
tomer in advance of presentation of 
the proposal? If Arden (Merril P. 
Arden, New York City general agent 
for National Life off Vermont, who lost 
a-suit predicated on the existence of 
an implied contract to buy) had com- 
pleted such a written contract sup- 
ported by adequate consideration, it 
seems clear the court would have 
reached a different conclusion. Ad- 
mittedly, the execution of such a 
contract may not be feasible in many 
cases. But where the agent has past 
personal friendship and dealings with 
the potential customer the chance of 
success would be enhanced. Certainly 
the likelihood that the prospect would 
seek to obtain insurance by licensing 
his own employe would diminish if the 
potential customer was aware of a 
legal obligation to the agent. At the 
very least, we can take steps to educate 
our agents on the legal aspects of the 
relationship between agent and insurer 
and agent and prospective insured, 
thereby emphasizing the importance of 
closing the sale.” 

2. Convention tax cases: “The pru- 
dent course is to stress the desirability 
of ‘business’ conventions, as opposed 
to ‘vacation’ conventions. Notices and 
promotional and other printed mate- 
rial in connection with the convention 
should stress the business rather than 
the social aspects of the meeting and 
could evidence the company’s attitude 
that attendance is essential to the 
agent’s economic security and that he 
should attend as a matter of business 
necessity. . . Stress should also be 
placed on the importance of personal 
contact with other top producers and 
the opportunity to discuss business 
methods with them and with home 
office executives, even though such 
discussions may take place during 
social activities. It would also be help- 
ful if an effort were made, as is many 
times the case, to use the convention 
as a forum for announcing new or 
changed procedures relating to field 
operations. Again, the printed matter 
should stress this. 

“Once the business character of the 
meeting has been established, care 
should be taken to maintain and pre- 
Serve the business ‘record.’ A roll call 
of attendance may be helpful. Formal 
diary notation of discussions with 
other producers and home office per- 
sonnel would be invaluable as the 





W. Douglas Bell 
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‘audit of expense accounts becomes 


more extensive. Similarly, careful rec- 
ords of the speakers, their subjects, 
and possibly their addresses should be 
maintained.” 


Review Practices? 


3. Alleged practice of law: “Should 
we not review the practice of our com- 
panies and salesmen in this area? 
Perhaps we have allowed practices to 
develop which should be curtailed. 
Perhaps we should renew our efforts 
to educate and assist our clients (the 


companies) as to these difficult ques- 
tions. Once we have determined that 
our own house is in order, should we 
not renew our efforts to work with 
the members of our own profession in 
delineating those areas where the life 
underwriter may properly function, 
with recognition that such rules or 
principles should not ‘restrict or limit 
the life underwriter’s legitimate acti- 
vities in measuring the client’s need 
for life insurance, determining the 
amount and type needed, developing 
(CONTINUED ON PAGE 19) 
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1,768 Consecutive Weeks of Apps 

Leo Dougherty, Sioux City agent of 
Northwestern National Life, recently 
observed his 34th year of membership 
in the company’s app-a-week club. 
He holds the company’s all-time re- 
cord in number of consecutive weeks 
of steady production. In recording his 
1,768th consecutive week, or 34th year, 
Mr. Dougherty topped Northwestern’s 
previous record held by Ben Goldish, 
Duluth, who had 33 years to his credit 
when he retired from app-a-week 
competition in 1956. 








In your caseé...1s waiting... 


PROCRASTINATING? 


Ever find yourself waiting for the right prospect to fit the coverage you can offer? 
Ever miss a really good sales prospect because you couldn't offer the coverage he wanted ? 


Security Mutual agents miss very few sales opportunities because they can offer complete 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 


Progressive training programs equip them to make best use of this complete coverage 
... help them do a bigger, better job; and their work is made 
easier by dynamic sales aids that really help them sell! 


You see, at Security Mutual we believe the success of our 


agents is the measure of 
our achievement as a company. 
We figure that’s worth your 











Robert M. Best, C.L.U. 





your nearest Security 


Richard E. Pille, President. = Fs 


Vice President—Agencies. 





looking into. Contact 
Mutual General Agent © 


for the facts 
.. today! 


G 









( 





B1EXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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Chicago Life Assn. Is 
Given Award Luncheon 


Personal freedom depends upon ac- 
cepting individual responsibility for 
community welfare, Edward C. Loge- 
lin, vice-president, Chicago, U. S. 
Steel Corp., told Chicago Assn. of Life 
Underwriters, speaking at the Louis I. 
Dublin Public Service Award lunch- 
eon, given in that city last week by 
Institute of Life Insurance and Nation- 
al Assn. of Life Underwriters in honor 
of the Chicago association. 

Mr. Logelin pointed out that while 
tax supported welfare programs, edu- 
cational institutions, and similar efforts 
for the common good are increasing in 
size and number, “There is still great 
need for personal, individual volunteer 
effort at the local level so that each 
community can provide for its own 
citizens, according to its own require- 
ments.” 

He praised the 2,200-member Chi- 
cago life insurance group for having 
amply demonstrated its willingness to 





At the luncheon honoring Chicago Assn. of Life Underwriters on its winning 


the Louis I. Dublin Public Service Award. Oliver R. Aspegren Jr., general 
agent Ohio National Life (third from left), receiving the award from Robert 
C. Singer, coodinator public service program Institute of Life Insurance (far 
right). Others in picture, from left, are William L. McKechney, Northwestern 
Mutual Life and president of the Chjcago association; Dr. James A. Byrd, ex- 
ecutive vice-president of NALU, and Edward C. Logelin, vice-president of 


U.S. Steel Corp., the speaker. 


accept a leadership responsibility in defense education. 


humanitarian projects, such as the 


Heart Fund Campaign, mental health a considerable investment of your time 
therapy at a state hospital and civil and talents. This is no small contribu- 


“Your efforts,” he said, “represented 




























STATE LIFE ...the Company with 


Many Facets to Serve Agents Better 


R the discriminating agent there is. 

no finer home office to back his 
efforts than that found here at the State 
Life. Our strong, vigorous organization 
is comprised of many experienced per- 
sons and many specialized departments, 
all working toward a single purpose . .. 
greater usefulness to the agent, and the 
individual policyholder. 

This all adds up to the fact that State 
Life offers everything that it takes to 
interest and develop agents and agency 
managers . . . from thorough training 
courses right through to high, liberal 
commissions with retirement features. 
See for yourself . . . look ahead, by 








writing today for all the facts. 





DIHL H. LUCUS —Vice-President and Director of Agencies 


The 
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Indianapolis 
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tion, for time is the most valuable 
commodity any salesman has. This is 
particularly true of salesmen of a ser- 
vice such as life insurance.” 

Oliver R. Aspegren Jr., general agent 
Ohio National Life and immediate past 
president of the Chicago association, 
accepted the Dublin award—a bronze 
plaque—on behalf of the association. 
It was presented to him by Robert C. 
Singer, national coordinator of the pub- 
lic service program, which is jointly 
sponsored by the Institute and NALU. 
Dr. James A. Byrd, executive vice- 
president of NALU, also addressed the 
gathering of about 200 life agents, 
businessmen, government officials and 
civic leaders from the Chicago area. 


Large Participation 

The award is named for Dr. Louis I. 
Dublin, internationally-known expert 
on public health, longevity and com- 
munity service, who founded this pro- 
gram several years ago. More than 200 
associations, comprising 40,000 life 
agents, took part in local health and 
welfare projects this year, and the 
Chicago association won top honors 
among associations with over 400 mem- 
bers. 

William L. McKechney of North- 
western Mutual Life is the current 
local president. The award-winning 
projects were carried out under the 
direction of Charles C. Clawson, man- 
ager Mutual of New York; A. D. Stein, 
general agent Aetna Life; Carl D. 
Williams, Prudential, and Joan C. 
Namyst, Equitable Life of Iowa. 

Mr. Logelin told his audience that 
certain conditions must exist in a so- 
ciety before individuals can voluntarily 
extend a helping hand to their neigh- 
bors. Among these conditions, he said, 
are freedom of choice to give or not to 
give as we choose, and having the af- 
fluence to give. In addition, the eco- 
nomic strength of the community must 
always depend, to a large extent, upon 
the individual competence of its citi- 
zens. “It follows,” he continued, “that 
the first responsibility of any business 
organization in a community is to man- 
age its affairs successfully.” 

This does not mean, Mr. Logelin 
said, “that successful operation of your 
business is your only responsibility. 
But unless our business enterprises 
provide a living for the owners and 
employes, and at the same time create 
wealth which the community can use 
for growth, then the social problems of 
the community will become insoluble.” 

He also referred to the freedom that 
is preserved by individual giving. It is 
the mood of the times, he pointed out, 

(CONTINUED ON PAGE 19) 
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The Plus Factor... 


in underwriting and 
servicing any Insurance 
and Pension Plans, the 


plus factor is “know-how.” . 


ULLICO was founded ex- 
pressly for the purpose of 
‘underwriting and servicing — 
all types of welfare plans 


for trade union groups. 


Get the ‘plus 
factor ... 
Get the benefit of 


ULLICO’s know-how 


and experience 


for further information 
WRITE 
THE GROUP 
DEPARTMENT 


THE UNION LABOR 
Life Insurance Company 


850 THIRD AVENUE 
New York 22, N. Y. 


EDMUND P. TOBIN, 
President 
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Last Of Five Regional 
Sales Meets Completed 
By New England Life 


New England Life has completed 
the last of five regional sales meet- 
ings, two of which were held at Man- 
chester, Vt., for agents in New Eng- 
land and northeastern states. Other 
meetings were conducted at Point 
Clear, Ala., for agents from the south 
and southeast, Colorado Springs for 
the midwestern and_ southwestern 
areas and in Palm Springs, Cal., for 
producers from the west coast, Rocky 
Mountains and Hawaii. 

John Barker Jr., agency vice-presi- 
dent, speaking at the final meeting, 
noted, “In the coming months. the 
federal government will be opening 
huge sums for the updating and sup- 
plying of equipment for the armed 
forces, as well as for the development 
of nuclear weapons and defense. It is 
bound to produce a healthy stimulus 
to the economy and to pinpoint the 
need of those extra dollars going into 
sound life insurance programs. In a 
broader sense, however, it will rededi- 
cate our citizens to the concept of hu- 


Other subjects -discussed at 
meetings, included prospecting and re- 
cruiting, selling individuals, pensions, 
business and group life and health in- 
surance, package selling and estate 
planning. Joseph W. Pearson, agency 
pension consultant, gave a _ pension 
presentation. 

At each meeting, the leading 20 pro- 
ducers were honored. Home office ex- 
ecutives who attended one or more of 
the meetings were O. Kelley Ander- 
son, president; George W. Smith, 
chairman, and James B. McIntosh, ad- 
ministrative vice-president. 


Griffen Retires From 
Life Institute Post 


NEW YORK—Richard F. Griffen, 
who joined Institute of Life Insurance 
in 1954 as vice-president, has retired. 
For the past year he has been editorial 
consultant. 

Mr. Griffen was a vice-president of 
the J. Walter Thompson advertising 
agency before joining the institute in 
1954, although his relationship with it 
began with the establishment of the 
institute. He was head of the institute 
press and writing staff, which was 
housed at the agency until 1954. 

Walter O. Menge, chairman of the 
institute and president of Lincoln 
National Life, commented at the an- 
nual meeting of the institute Tuesday 
that Mr. Griffen through the years has 
played “a senior role as a kindly editor 
and guide to all members of the staff 
on all projects and activities. 

“Many of the institute’s productions, 
including particularly the program of 
reminiscences and the statement of 
‘The Evolution of a Public Relations 
Philosophy for the Life Insurance 
Business,’ which was given at the 
20th annual meeting, came from his 
fertile mind and extraordinary facility 
of expression. 

“While not known to the member- 
ship generally, he is well known for 
his abilities, admired and deeply ap- 
preciated by all who served on the 
board, the planning committee of the 
Cooperative advertising program and 
other institute activities.” 

Mr. Griffen began his career as a 
newspaper man, covering business and 
finance for the New York Journal of 
Commerce. In 1922 he joined the New 
York Herald Tribune as assistant finan- 
cial editor. He also taught at Columbia 
University’s school of journalism, his 


the 
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alma mater. Later he was a member 
of the staff of Albert Frank & Co., 
Wall Street advertising and public re- 
lations agency, where he was finan- 
cial copy chief and head of the publi- 
city department. 


Northwestern Mutual Life’s annual 
agency building clinic, held recently 
for a week at the home office, was at- 
tended by 18 general agents from 
throughout the country. Workshop ses- 
sions emphasized the selection, financ- 
ing, training and supervising of new 
agents. 





New York Life Western 
Regions Reduced To 4; 
Satter On Health Leave 


Frank W. Satter, New York Life’s 
regional vice-president for the north- 
western region since 1955, has been 
granted a leave of absence for reasons 
of health and, at the same time, the 
company’s five regions west of the 
Mississippi have been consolidated into 
four, effective Jan. 1. Mr. Satter had 
his headquarters at Seattle. 

The regions will be known as the 
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north Pacific region, the south Pacific, 
the northwestern and the southwestern. 
Vice-President G. Thomas McElwrath, 
who has headquarters in San Fran- 
cisco, will be the executive officer in 
charge of the four regions. 

In reviewing the new regional align- 
ment, Dudley Dowell, executive vice- 
president, said New York Life felt that 
efficient management can be main- 
tained with fewer and generally larger 
regions because of the additional staff 
support that has been given to regional 
vice-presidents ove1 the past two years. 











What will his father’s retirement mean to this little boy? “Sup- 


port” or “independence”? The answer may depend on you.( As 


a life insurance counsellor, you can solve dad’s problem with a 
Great-West retirement plan that will guarantee financial inde- 
pendence. Great-West Life has a wide range of annuity plans, 
par and non-par, that will meet a father’s need and circumstan- 
ces. (] Many brokers find in Great-West Life a satisfactory 
answer to this problem — so can you. Call or write our 


nearest office today: Great-West Life 


COMPANY 
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Changes In The Field 


United States Life 


James E. Lar- 
ham has been 
made life manager 
of Yackel & Rupp 
Inc., of Syracuse. 
He was with New 
York Life there 
and later had his 
own agency in 
Syracuse. He was 
a member of Mil- 
lion Dollar Round 
Table in 1959. 





James E. Larham 


West Coast Life 
Theodore Pell has been named man- 
-ager of a new agency in San Fernando 
Valley, Cal. 


North American L.&C. 
Dwane G. Mikelson, who has been on 
the home office group staff, has been 
appointed regional group manager of a 





NORTH AMERICAN ‘ 
REASSURANCE COMPAN 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 





new office at Chicago. 
Charles J. Galvin has been named 
manager of a new office at Des Moines. 


General American Life 


Edward J. Ryan and William E. 
Wrenshall- have. been named general 












Edward J. Ryan William E. Wrenshall 


agents to manage newly created sales 
posts in the Pittsburgh multiple agen- 
cies. Mr. Ryan. a member of the 1960 





» GROUP 
) HEALTH 





Million Dollar Round Table, was for- 
merly with Northwestern Mutual Life. 
Mr. Wrenshall, a CLU, had been a 





C. Quentin Banwell 


Douglas |. Craven 


manager for Great West Life. 

C. Quentin Banwell has been named 
general agent in the Detroit multiple 
agencies. A CLU, he is a former asso- 
ciate general agent of National Life of 
Vermont. 

Douglas I. Craven has been named 
general agent at Fort Lauderdale, 
where he had been district manager 
for Penn Mutual Life. 

Charles F. Boggiano has been as- 
signed to the St. Louis group office as 
a group sales representative. He was 
formerly supervisor of the company’s 
San Francisco group claims office. 
Richard C. Mitchell, who previously 
was a group salesman for Occidental 
Life of California has been assigned to 
the San Francisco group office as a 
group sales representative. 


Western Life, St. Paul 


W. Vee Call has 
been named as su- 
perintendent of 
agencies for Utah. 
southern Idaho 
and eastern Neva- 
da at Salt Lake 
City. 

Mr. Call, a for- 
mer agent and 
manager for Pru- 





dential, entered 
the life field in 
W. V. Call 1935. 


Liberty National Life 


J. A. Renaker, Ocala, Fla., has been 
made associate manager at Daytona 
Beach, Fla. 

Paul W. Hurt Jr., Rome, Ga., has 
been appointed associate manager 
there. 

R.D. Brannum, associate manager at 
Rome, becomes associate manager at 
Clanton, Ala. 

In a managerial switch between 
Ensley and West End, Ala., I. L. Jones 
and C A. Holbrook have been trans- 
ferred to West End as associate man- 
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agers, while G.A. Davis and J.W. Mil- 
ler have been transferred to Ensley as 
associate managers. 


Ohio National Life 


Named _ general 
agents are Ray J. 
Collins, Detroit, 
Roy N. Vinbladh, 
San Diego, and 
Merwin Lewis, 
Fairbury, Neb. 

Prior to joining 
Ohio National, Mr. 
Collins was with 
Equitable Society. 
Mr. Vinbladh, a 
former associate of 
Ohio National : 
from 1951 to 1959, R. J. Collins 
rejoins the company after being with 
Occidental Life of California in San 





a. 


‘Merwin Lewis 


R. N. Vinbladh 


Diego as training and brokerage man- 
ager. Mr. Lewis will serve Fairbury, 
southeastern Nebraska, and _north- 
eastern Kansas. Prior to joining Ohio 
National he represented Bankers Life 
of Iowa since 1950. 


Travelers 


Aubrey D. Davis, manager at Col- 
umbia, S.C., has been made manager 





Ralph O. Osteen Aubrey D. Davis 


at Oklahoma City. He joined the com- 
pany as a field supervisor at Oklahoma 
City and was made assistant manager 
there in 1954. 

Ralph O. Osteen, manager at Talla- 
hassee, has been named manager at 
Columbia, S.C. He joined the company 
in 1956 as an agency service represen- 
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tative at Nashville. He went to Talla- 
hassee as assistant manager in 1960. 
John R. Van Wagoner Jr., life brok- 
erage manager at the 80 John St., New 
York City, branch, has joined the life 
department of Despard & Co., New 
York City brokers. Before joining 
Travelers he was with Equitable So- 


ciety. 


Great American Life, N.J. 

Byron A. Maxwell Jr. has been ap- 
pointed regional field supervisor at 
Dallas. He has been a supervisor at Pa- 
sadena, Cal., for Springfield-Monarch. 


Security Mutual Life Of N.Y. 

James H. Ensign has been appointed 
general agent at Springfield, O. He was 
an agent and later district supervisor 
there for Business Men’s Assurance. 
He has been a director of Ohio Life 
Underwriters Assn. 


Prudential 
George L. Hermes has retired after 
42 years as an agent at Council Bluffs, 
Ta. 
Chester L. Bolton, who has been at 
Cedar Rapids for four years, has been 
promoted to staff manager there. 


Union Mutual Life 


Armand A. Beaudet has been ap- 
pointed general agent at Manchester, 
N.H. He joined Metropolitan at Lowell, 
Mass., in 1955 and later was a general 
agent for Franklin Life at Manchester. 

Albert C. Anderson has been ap- 
pointed manager at Minneapolis. He 
was an associate manager at New York 
for Guardian Life. 


Guardian Life 

William Wasserman has been ap- 
pointed district agent at Mountain 
View, Cal. He is attached to the Mink- 
ler general lines agency, which he 
joined a year ago as an agent. Before 
that he was with Occidental Life of 
California at San Mateo, Cal. 


Phoenix Mutual Life 


Ronald Calvert has been made dis- 
trict group supervisor for New Jersey. 
His headquarters will be in New York 
City. He was with Ins. Co. of North 
America and Continental Assurance 
before joining Phoenix Mutual. 


Hartford Life 


Donald L. Fulghum, manager at Sea- 
ttle, has been made manager at San 
Francisco. Before joining the company 
he was manager at Seattle for Pacific 
Mutual and later general agent there 
for Georgia International. 


Life Of Virginia 

Donald R. Hare has been made man- 
ager at Bluefield, W. Va. He was as- 
sistant manager at Evansville, Ind., for 
Metropolitan, and later was insurance 
consultant at Bluefield for that com- 
pany. 

C. Swayne Young Sr. has been ap- 
pointed manager at Memphis. He has 
been superintendent of agencies of 
American Preferred Life. 

James R. Clifton Sr. has been ap- 
pointed co-manager at Albany, Ga. He 
was an agent with Aetna Life and Met- 
ropolitan. He is an officer of the Al- 
bany Assn. of Life Underwriters. 

Robert A. Stickel, has been appointed 
manager at Lynchburg, Va. He was 
with Atlantic Life of Richmond. He has 
been vice-president and director of Vir- 
ginia A&H Underwriters Assn. and is 
& past president of Lynchburg A&H 
Underwriters Assn. 

N. James Malta, field training super- 
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visor, has been made a district mana- 
ger at Columbus, O. He joined the com- 
pany in 1953 at Cleveland and he be-- 
came associate manager there the fol- 
lowing year. 

Bruce E. Jennings, district manager 
at East Point, Ga., became district 
manager at Columbus, Ga. He was as- 
sociate manager in Atlanta and Albany, 
Ga., before being appointed manager 
at Athens, Ga., in 1949. 

J. Marvin Gunter, manager at Col- 
umbus, succeeds Mr. Jenkins at East 
Point. Mr. Gunter joined the company 
in 1940 at Anderson, S.C. He was 


manager at Fredericksburg, Va., Gads- 
den, Ala., and Macon, Ga. before being 
named manager at Columbus. 


Conn. General ‘61 Grants : 
To Universities $45,257 


Connecticut General, in 1961, con- 
tributed a total of $45,257 to 117 col- 
leges and universities under its two- 
part program of direct and matching 
grants for aid to higher education. 

The first part of the program, a 
direct grant to the college whose 
graduates have been employed by 
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Connecticut General for 10 years or 
more, is based on the premise that in 
four years a college spends about $4,- 
000 beyond what it receives in tuition 
and fees to educate each student. A 
direct grant of $160 for each eligible 
graduate is made to replace the in- 
come the college would receive from 
endowment if $4,000 were available 
for investment at 4%. 

In the second part of the program, 
the company matches individual gifts 
made to any privately-supported four- 
year college or university by employes 
of at least one year. 


Footprints in the sands of time 


rolasWalelmaatele(-M) PME) (cme cole) aim 


“THE ONLY WAY TO GROW 
CLO MMe TaleMial-Melololan doh Mie) 
opportunity with Republic 
National Life is always open 
to men with that extra spark 
of enthusiasm and the fore- 
sight to know that this is 
truly the day of unlimited 
sales opportunity. 


il” 


THEO. P. BEASLEY, 





7 


Chairman of the Board 
and Chief Executive Officer 


REPUBLIC NATIONAL LIFE 4.7 ( WLU 
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Home Office Changes 


Metropolitan 

Theodore A. Gresch, senior procedure 
analyst, has been made senior methods 
assistant in the personal life insurance 
division. 

Richard Mackay, assistant paymas- 
ter, has been made associate paymas- 
ter. 

Arthur J. Flynn, senior field claim 
supervisor, has been made assistant 


an 




















manager of group health claims. 
George Norton, supervisor, machine 

accounting division, has been made as- 

sistant manager in that division. 


Travelers 
Robert D. Young has been made as- 
sistant counsel, law department. He 
joined the company in 1951 and was 
appointed attorney in 1954. He is co- 


THE 


Life Home Office staff which provides fie 
with sales tools, training ‘oid, fast claim serv- 
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author of a book entitled “Contracts, 
Specification, and Law for Engineers.” 

John R. Kenney, attorney, has been 
made assistant secretary. He joined 
the law department in 1955. 


General American Life 
Frank H. Dixon has been named as- 
sistant general counsel. He had been 
assistant counsel for Franklin Life. 


Massachusetts Mutual 


Eldridge C. Thompson, assistant 
real estate secretary, has been pro- 


, independent 
Spirit 





ice, and many other forms of assistance—plus : ' 
a good income during his working years and 
with persistency renewal comm issions, an 


- income for his retirement. 
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moted to real estate secretary. He 
joined the company in 1950 as assistant 
manager of the New York and New 
England mortgage loan and real estate 
agency. He went to the home Office ip 
1954 as real estate assistant. Before 
1950 he was real estate officer of West 
Side Savings Bank of New York City, 


Mutual Benefit Life 


Douglasw. 
Johnson, director 
of sales promotion, 
has been given ad. 
ditional duties as 
head of adverts. 
ing and sales de. 
velopment. He 
will retain his 
present title. Gor. 
don. Hull, who was 
in charge of ad. 
vertising and sales 





Douglas W. Johnson development, has 
resigned to join 
Compton Advertising Inc., of New 


York City. 

Mr. Johnson was with North Amer- 
ican Life & Casualty and Mutual Serv. 
ice’ Life before joining Mutual Bene- 
fit in 1954. He was chairman of Life 
Advertisers Assn.’s Eastern Round 
Table in 1961 and a member of the 
recent Life Advertisers Assn. meeting 
at Dallas. 


Citizens Life Of N.Y. 


William B. Smith, has been appoint- 
ed chief underwriter. He was senior 
life underwriter at United States Life 
and before that was with Connecticut 
General in Hartford. 


All American L.&C. 


The Derosier 
agency, Boston, 
which acts as re- 
gional director of 
sales in New Eng- 
land, has appoint- 
ed Robert P. Hal- 
lock Jr. associate 
agency director. 
He had been su- 
perintendent of 
training for Mass- 





achusetts Protec- 
tive and Paul Re- —ggbert P. Hallock Jr. 
vere Life. 


Union Mutual Life 


Alfred B. Harper Jr. has been ap- 
pointed an actuarial assistant. He has 
been a mathematical assistant with 
Mutual Benefit Life. He is an assoc- 
iate of Society of Actuaries. 


Pan-American Life 


Warren A. Nel- 
son has been 
named director of 
training. He has 
been assistant di- 
rector of training 
and before that 
was district ma- 
ager at New Or- 
leans for Lincoln 
Liberty Life. He 
succeeds Seth 
Gatchell, who has 
has become a Pan- 
American general 
agent. 


Security Mutual Life Of N.Y. 


Charles J. Doerner, auditor, has been 
given officer status and the title of 
auditor and assistant controller. He 
joined the company in 1951 as a junior 
auditor. 

George H. Meeker, manager, office 





Warren A. Nelson 
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Build Better Industry Image: Worthington 


(CONTINUED FROM PAGE 1) 


but I believe we have got to think in 
bigger terms if we are to develop an 
adequate, positive advertising and pub- 
lic relations program in these three 
areas: 

“1. Project an understandable, posi- 
tive image of the value of the advice 
and counsel of the career underwriter 
to families and businesses that have 
financial problems that life insurance 
can solve, project an image of his train- 


ing, his code of ethics and assume the 
obligation of measuring up to that 
image. 

“2. Project a hard-hitting positive 
image of the guarantees of permanent 
life insurance. 

*3. Project a positive picture of the 
importance of the life insurance busi- 
ness in aiding the growth and stability 
of our economy.” 

Mr. Worthington said he realized 
that it is not the job of LIA to handle 
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this communications problem, but it is 
the function of the Institute of Life 
Insurance. 

“I believe they are geared to do an 
adequate job if a sufficient number of 
companies will provide adequate funds, 
he said. “We have compared the high- 
lights of the power and benefits of col- 
lective action with what a single com- 
pany can accomplish alone. If we can 
solve problems in this way in other 
areas of our business, the same collec- 
tive action can be generated into more 
than enough power to influence public 
thinking and bring about greater ap- 
preciation and understanding of this 
business and the functions it performs 
which provide that time-tested, solid 
foundation for future financial plans 
of individuals and businesses.” 


On Joint Committee’s Agenda 


The promotion of better understand- 
ing of life insurance and the career 
agent was one of the items Mr. Worth- 
ington mentioned as being on the 
agenda of the joint field relations com- 
mittee of LIA, American Life Conven- 
tion and National Assn. of Life Under- 
writers. Among the other items he 
mentioned the future of the career 
agent, the replacement problem, agent 
licensing laws, the scope of group in- 
surance and reduced commissions on 
certain types of group cases. 

Regarding replacement, he declared 
that “more progress has been made on 
the control of this problem within the 
life insurance business than may ap- 
pear on the surface, and it has come 
about because an increasing number of 
people in home offices, field and in- 
surance departments have a better 
recognition that the problem exists.” 

However, Mr. Worthington said he 
was not so encouraged about progress 
in disposing of the part of the problem 
that is due to replacement of perma- 
nent insurance by sources outside the 
business; such as mutual funds. He 
made it clear that his quarrel was not 
with the mutual fund business as such, 
but “we cannot fail to call attention to 
activities by unscrupulous people who 
may be associated with their business 
any more than we would be silent 
about such people found within our 
ranks.” 

I would feel more comfortable about 
our mutual fund competition if the re- 
putable people in that business were 
more active in publicly stating what 
they agree to in principle—that a per- 
son shouJd own an adequate amount 
of good life insurance before enlarging 
his investments through mutual funds 
or other equity purchases,” said Mr. 
Worthington. 


Would Reduce Antagonism 


“T believe that much of the growing 
antagonism of the sales organizations 
of the life insurance business against 
mutual funds could be eliminated if the 
manv revnutable mutual fund firms 
would publicly denounce these abuses, 
which are a disservice not only to 
themselves and life insurance but, more 
importantly, to the public generally. 

“I have received from various sec- 
tions of the country information on 
organizations which have been formed 
to concentrate on inducing surrender of 
existing cash value life insurance with 
the proceeds to be used to purchase 
mutual fund shares. This practice has 
in some instances been developed into 
a fine art. It manifests itself in a num- 
ber of shapes and forms. I will not deal 
with it further, except to say that we 
as a business should attempt by all 
means at our command to deal with it 
firmly and effectively. 

“I believe these problems are quite 
real and we should not ignore them by 
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A.A.L. At $2 Billion 
In Force, Joins 3% 
At Top Of Business 


Aid Assn. For Lutherans, Appleton, 
Wis., has reached $2 billion in force 
and is therefore among the top 34 
of all life organizations in the U. § 
and Canada in amount of insurance 
in force. 

The certificate which placed the 
fraternal in that category was issueg 
to John J. Uhrich of Hastings, Neb, 
Mr. Uhrich and his family were guests 
at the company’s home office, where 
Walter L. Rugland, president, pre. 
sented the historic certificate. 

Organized in 1902, Aid Assn. for 
Lutherans achieved its first billion in 
force in 1956 and $1.5 billion in 1959, 
It ranks as the largest fraternal go. 
ciety. 


Unnecessary Surgery, Too 
Many Beds Seen As Causing 


Rising Costs Of Blues 


Dr. Ray E. Trussell, New York City 
hospitals commissioner, has_ charged 
that the high cost of Blue Cross-Blue 
Shield plans is due in large measure 
to unnecessary surgery and the con- 
struction of more hospital facilities 
than is needed, often by institutions 
run for a profit. 

Dr. Trussell testified at hearings 
conducted by the New York State 
joint legislative committee on health 
insurance plans, the Metcalf com- 
mittee. 

He told the committee, which is 
studying the operation of the Blues, 
that a report on the quality of medical 
care, which will be submitted to the 
state within the next few months, will 
give “some unbelievable descriptions 
of unnecessary surgery” in non-ac- 
credited hospitals. 

Dr. Trussell also said he _ believed 
the New York City Blue Cross faced a 
grave problem in the building of more 
hospitals for profit than were needed. 

“Too many beds encourage unnec- 
essary hospitalization and may in- 
deed be a threat to the health and 
welfare of the public,” the commis- 
sioner said. He also pointed out that 
they may add to the over-all costs of 
the Blue Cross plan. 





sweeping them under the rug until 
they become large enough for us to 
trip over.” 

Mr. Worthington opined that the 
basic problem is a lack of public under- 
standing of the inherent and unique 
values of life insurance to the family, 
to business and to the sound growth of 
the economy. This was the basis of his 
plea for a larger outlay to overcome 
these lacks. 


Discussion Held 


During the business session that 
followed Mr. Worthington’s talk a dis- 
cussion of current life insurance prob- 
lems was held. This continued to the 
end of the morning session, which was 
extended by reason of there being no 
luncheon speaker. 

Afternoon speakers were Dr. William 
C. Menninger, president of the Men- 
ninger Foundation and Clifton W. 
Phalen, president of New York Tele- 
phone Co. The following morning was 
given over to a symposium on world 
affairs, conducted by Chet Huntley of 
National Broadcasting Co. Luncheon 
speaker was Leonard W. Brockingham, 
Ottawa lawyer. There was no after- 
noon session Thursday. 
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LIFE INSURANCE EDITION 


Johnson Succeeds Newton As IL] Head 


(CONTINUED FROM PAGE 1) 


public becomes more company-orient- 


writers before joining the institute. ed, management will be required to 


Following graduation from University 
of Pittsburgh he became an agent in 
Pittsburgh for Connecticut Mutual Life. 
In 1928 he opened his own agency for 
Penn Mutual, building it during the 
depression years to one of the country’s 
leading agencies. 

Under Mr. Johnson’s direction, the 
institute has become one of the most 
active public relations agencies in the 
United States. Its member companies 
represent about 95% of the life insur- 
ance assets in the United States. 

Active in community work, Mr. 
Johnson is president of United Service 
Organizations (USO) and trustee and 
member of the executive committee of 
the national council of the YMCA. He 
is also a member of the advisory board 
of the Institute of Nutrition Sciences at 
Columbia University and serves on the 





OFFICERS ELECTED 
(Other than staff officers) 

Chairman—M. Rey Dodson, presi- 
dent Ohio National Life. 

Directors—Roger Hull, president 
Mutual of New York, H. Ladd Pivmley, 
chairman and president State Mutual 
Life, A. Ross Poyntz, president Im- 
perial Life of Canada, Donald C. Slich- 
ter, president Northwestern Mutual 
Life, and Charles A. Taylor, president 
Life of Virginia. 





board of ACTION, the American Coun- 
cil to Improve Our Neighborhood. He 
has been a trustee of the University of 
Pittsburgh and president of Greenwich 
Academy, Greenwich, Conn. Both the 
Universitv of Pittsburgh and Bethany 
College have awarded him the hbonor- 
ary degree of doctor of law. In 1954 he 
received from King Gustav of Sweden 
the Royal Order of Vasa Knighthood. 
First.Class. in recognition of his “fine 
contributions in strengthening the 
friendly relations between the United 
States and Sweden.” 


Is Luncheon Speaker 


In his luncheon address at the an- 
nual meeting of the institute held here 
at the Waldorf-Astoria Hotel, Mr. 
Johnson said the time had come to 
take a new look at the distribution 
system of life insurance, making life 
insurance and annuities conform with 
monetary and economic changes, sales 
techniques, the possible shortage of 
manpower for future management, and 
further improvement of services to 
policvholders. 


“One is bound to have the greatest 


respect for our agency system of direct 
representation, which has played such 
an important part in aiding the Ameri- 
can people to build their economic 
security through life insurance,” he 
said. “Nevertheless, can we be assured 
that it is measuring up to its greatest 
potential? 

“We cannot assume that because the 
present system has been effective in 
the past it will be so in the future. In 
fact, as one looks at our distribution 
Procedure today, it is quite different 
from what it was a few years ago. This 
Is especially true as we note the drift 
from the true general agency system to 
the managerial system and also the in- 
creased role plaved by company man- 
agement in its relationship to the pro- 
cess and cost of distribution. 


Responsibility On Management? 

“It could be that as the public be- 
comes more and more dependent upon 
life Insurance as its instrument of eco- 
nomic protection and understands the 
operations of the business, and as the 


take a greater share of the responsibi- 
lity for the character and quality of 
distribution and service.” 

Mr. Johnson said that exploration 
and even experimentation are needed 
so that life insurance can provide even 
more effective protection in the light 
of changing economic situations over 
which the business itself does not have 
control. This could go even to the 
lengths of finding ways and means of 


making the life insurance or the an- 
nuity contract conform to changed 
monetary and economic changes, but 
keeping in mind that the basic purpose 
of life insurance is that of making 
known and fixed resources available 
at the time of need.” 

“One aspect that seems to me to 
need closer study lies in the area of 
our sales techniques,” he said. “I some- 
times wonder if we have become so 
product-minded that we have tended 
to overlook what the basic purpose of 
life insurance really is. In our attempt 
to be all things to all people, we have 
at times tended to emphasize the things 
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that life insurance can do—but not as 
well or certainly no better than others 
can do, rather than the things that it 
alone can do. 


Not Speculative Enterprise 


“Ours is not a speculative enterprise. 
Our basic job is to provide guaranteed 
economic security under given circum- 
stances that could and will present 
themselves to the family, such as dying 
too soon or living too long or finding 
themselves in need of an emergency 
reserve. What life insurance does in 
these instances nothing else can do. 

“It would be my judgment, therefore, 
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MINNESOTA MUTUAL LIFE 


Renew 
Your Faith! 


During recent years the Life Insurance Industry has com- 
placently stood by while policyowners and prospects were 
being persuaded to “‘rent’”’ their Life Insurance, buy Level or 
Decreasing Term, or even drop that which they already own. 


It seemed to us at Minnesota Mutual Life that it was time 
to renew faith in our product by setting forth once more all 
the real values that make an Insurance Contract ‘“‘good prop- 
erty for all, the only property for most, the best property 
for many.” 


We compiled an impressive list of such values—into a con- 
venient folder entitled ‘t50 Features of Your Life Insurance 
Contract.” It is a constant reminder to our Field Force, and 
a strong sales tool as well. 


Now, to help you to again carry the Life Insurance Banner 
high, we make this folder available to any life insurance man, 
regardless of company affiliation, for his personal use. 


Use the coupon below to request one or 
any number of copies. We ask only that 
you reimburse us for printing and 
mailing as stated in the coupon. 
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that instead of trying to compete with 
others in their given area, let’s force 
them to try to compete with us in our 
area. Actually, they cannot do this.” 
Turning to future manpower needs, 
Mr. Johnson emphasized that the life 
insurance business will feel the need 
for effective and aggressive manage- 
ment in the home office and field. 
“This is particulariy evident as we 
note the shortage of manpower in the 
35-to-44 year age bracket and the in- 
creased number of younger people who 
will be going to college in the years 
ahead, as well as the increased educa- 
tion standard of the whole population,” 
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If you are successful, with a real desire to further your career, a General 
Agency territory with Protective Life may provide an opportunity you do 


not have now. 


Protective Life offers you an opportunity to utilize your personal produc- 
tion abilities and at the same time transfer your experience and knowledge 


to others. 


Also, with Protective Life, you have the advantages of: 


e Supervisory assistance and advanced training for your 


agents. 


® Flexible advertising and promotion programs which 
can be tailored to fit your particular situation. 

e Field-tested, competitive “merchandise” on all forms 
of Ordinary Life policies, both Par and Non-Par, and 
on all types of Group Insurance. 


Get all the facts concerning a Protective Life General 
Agency career. Write to C. M. 


President. 
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he said. “It would appear that unless 
life insurance seeds into its personnel 
a fair share of these trained young 
people, we could find ourselves out- 
classed by competitive managements 
in other lines of business. 


Should Develop Material 


“It is no longer advisable to depend 
on what might happen, but rather we 
should develop the management ma- 
terial that will be needed in the com- 
petitive era that we face. 

“It would appear from the records 
that other business groups are not 
seeking only safe people for manage- 
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ment leadership, important as that is 
for a business such as ours, but are 
also looking for the individual who has 
the courage to innovate to meet the 
public demand or desire.” 


Character Of Service Changing 


Mr. Johnson predicted that as elec- 
tronic data processing systems are fur- 
ther developed, bringing added availa- 
bility and variety of data and increased 
speed of communication, they will 
change the character of service that 
can be carried out by the home office. 
This could materially relieve the field 
of certain aspects of its service that 
now are carried out by the distribution 
force. This, in turn, could indicate also 
‘some different allocation of the costs of 
distribution. 

“As one appraises our present pro- 
cedures and compares the effort exert- 
ed and the cost involved to enlist a pol- 
icyholder for the company with the 
time and effort spent on him after he 
has become a policyholder, it is clear 
that an imbalance exists, and undoub- 
tedly this contributed to the degree to 
which the policyholder leaves one com- 
pany for another,” said Mr. Johnson. 
“Not readily finding the answers to this 
and related questions about our distri- 
bution procedures indicates areas of 
study to see if they could be improved 
in the public’s as well as the companies’ 
and the agents’ interest. 

“The life insurance business has 
done a great deal and gone some dis- 
tance in trying to develop its product 
to meet customers’ desires and it is my 
assumption that this will continue 
even to an expanded extent, because 
as a people we are part of the compe- 
titive world which seems to be becom- 
ing even more competitive as we look 
into the future.” 

The morning session was devoted to 
a presentation based on the recent 
Arden House conference on the chang- 
ing American population. Walter O. 
Menge. president of Lincoln National 
Life and chairman of the institute, 
presented highlights of the conference, 
held at Harriman, N.Y. His remarks 


12 months’ record of 


J.N.Metropulos* &A ° 
Park Ridge, Iilinois 


e First Year Paid 

Premiums $316,537.60 

e New A&S eeteaa 

e New Life Volume $7,268,051 
e 45 full time representatives 
e Earnings in six figures 


*Joined All American 
September, 1953 
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YOU DESERVE TO OWN 
YOUR OWN BUSINESS 
NOT JUST RENT IT! 


John N. Metropulos, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


Learn why All American has 
experienced phenomenal 
growth by offering 
outstanding contracts and 
policies. Find out what has 
caused over 750 men to join 
this dynamic team. Write: 


ALL AMERICAN 
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Robert P. Brady, vice-president ay 
actuary in charge of the actuarial diy. 
sion of Republic National Life, shey, 
one of the 582 dolls which employes y 
the company made for the Salvati, 
Army to his daughter Georgeann (ca, 
ter) and Pamela Poynter, daughter o 
Dallas photographer, Carl Poynter, 
Company employes began in eary 
September te dress fhe dolls, whig 
the Salvation Army distributes to w. 
derprivileged children. 





ce, 


were supplemented by color slides ang 
by taped portion of the talks made at 
the conference. 

The conference brought together 3 
top life insurance executives and % 
leading social scientists under the joint 
sponsorship of the institute and Col- 
umbia University’s Graduate School 
of Business. 


Midland Mutual Has Sales Records 

Midland Mutual Life’s health. in 
insurance in force reached an all-time 
high for a single month during. October. 
Premium volume was up 177.4% over 
the same period in 1960. For the year 
to date, the company’s health produc- 
tion is 23.6% ahead of 1960. Life sales 
volume was the highest of any month 
so far in 1961. 


Ballard, President. 
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Offers Aid Against 
| Prospect Who Does 
| Agent Out Of Sale 


(CONTINUED FROM PAGE 9) 
a comprehensive life insurance pro- 
in relation with the client’s 
gther plans and affairs and selling 


»99 
















such insurance. 
4. Agent’s liability for misrepresen- 
tation: The Knox-Anderson case 





“equld have a decided bearing on the 
compensation of an agent. . . The Knox 

and the comments concerning it 
are included here to stress the possi- 
bility, first of all, that in certain meth- 
ods and practices our agents may be 
subjecting themselves to __ liability 
which could drastically affect their 
compensation. In such matters as re- 
placement and ‘twisting,’ do we not 
have an obligation to point out this 










mployes ¢ ible liability, as well as possible 
| Salvatig Eeiction of administrative rulings or 
cann (ca | iaws, if we are to discharge our full 
aughter of responsibility to our agency organiza- 
Poynter) tions? . . . . 
in early | “Many of us would agree that the 
Ils, whieh problem of ‘twisting’ and replacement 
tes tom. is one of the most serious challenges 
facing the life insurance business. If 
_————— | this may be in some way a Franken- 
Slides ang | stein of our own ingenuity, can we 
$ made ag | not bring our influence to bear in 
using the decisions of our courts as 
gether 9 | a tool to aid in curbing abuses that 
S and % | may exist? 
’ the joint “It is submitted that all these cases 
and (Co. | point up areas where affirmative ac- 
€ Scho | tion on the part of members of this 


association is desirable, and that prop- 
er action on our part can only result 


Records in long range benefit to our agents and, 

ealth in accordingly, to our heietiaean 

all- i ° ° 

prot Honor Chicago Life Assn. 

i, | At Dublin Award Luncheon 

produe- (CONTINUED FROM PAGE 10) 

ife sales | to make substantial efforts to mitigate 

y month | the misfortunes that occur through 
human failure or natural catastrophe. 
If these misfortunes are not met vol- 

ay untarily on the local level, then the 


responsibility will be abdicated to 
government, and the burden will be as- 
sumed by tax supported agencies. “If 
this happens, we not only lose our free- 
dom to give, we will substantially di- 
lute our control over the method and 
direction of our support.” 

“Moreover,” he continued, “as every 
taxpayer knows, government has a ha- 
bit of charging a substantial service 
fee when it handles our money to pro- 
vide welfare services for us. “If we 
cherish our freedoms, and who does 
not, it behooves us all to do our part to 
strengthen our economy—to support 
our communities—and to preserve the 
freedoms which make them possible.” 


Describes Efforts 


Dr. Byrd was appearing in place of 
R. L. McMillon, manager Business 
Mens’ Assurance, Wichita, Tex., NALU 
president, who was scheduled to speak. 
He was unable to attend, however, 
since one of his sisters was killed in a 
three-way car crash in which another 
sister was critically injured along with 
four of Mr. McMillon’s nieces and 
nephews. Dr. Byrd told his audience of 
the strong feeling the National asso- 
ciation has for public service programs 
and some of its efforts in this direction. 
He described such programs as one of 
the distinguishing features of a free 
} enterprise system.” 





Great National Life has begun con- 
struction on a new $3 million home of- 
fice building in Dallas. Completion is 
expected late in 1962. 








LIFE INSURANCE EDITION 


Proposal To Replace 
20/40 Group Limit 
Approaches Completion 


(CONTINUED FROM PAGE 1) 
staff representatives, the new regula- 
tion improperly combines rules relat- 
ing to the doing of equity in the distri- 
bution of surplus with accounting rules 
for completing the annual statement. 


Tax Record Good 


—Taxes. In the area of state. tax 
regulation it was reported that the re- 
cord on life, health and annuity taxes 


is good in the face of the tremendous 


pressures for additional revenue in 
many states. 

—National legislation. According to 
the report, the use of the 1958 CSO ta- 
ble and the 1958 extended term insur- 
ance table is now either permitted or 
authorized in all states but Mississippi. 
A number of additional states enacted 
laws following the NAIC model credit 
insurance bill. Fifteen states now per- 
mit professional individuals to form 
association or professional service cor- 
porations having the tax status of a 
corporation and it was indicated that 
this would facilitate the sale of life, 
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health and pension plans. 

In reporting on the outlook for 1962, 
they noted that while the volume of 
legislation will be reduced, proposed 
tax increases and other measures not 
in the best interests of life companies 
and their policyholders are certain to 
rise. ; 

MFA Life of Columbia, Mo., during 
an October “football” contest, added 
$7,834,544 of prepaid business to in- 
surance in force. The company had a 
76% increase in sales for the first nine 
months of 1961 over the same period 
of 1960. 





your clients 
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e Gives coverage for accidental loss of life, 
limb or sight for both travel and nontravel 
accidents e Quadruple benefits for specified 
“Common Carrier” travel accidents.(Triple 
in California) e Double benefits for the 
common automobile travel accidents 
e Single indemnity for the everyday non- 
travel accident e Great flexibility—there 
are four different plans with basic accidental 


Mora 6- 











who are going places 
need MONY’s new 


accident 


rere 








death benefits ranging from $10,000 to 
$25,000 e You get top commissions and 
vested renewals e Fast coverage because 
policies are electronically issued e Easy to 
sell—short application is part of sales bro- 
chure. Start going places yourself with this 
new ETA policy. Send coupon for further 
information. (Policy offered in all states 
and in Canada.) 


New York 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, N. Y. 






Compare what MONY’s Executive Travel Accident policy can do for them...and for you 





Mutual Of New York 
Dept. NU-12 
Broadway at 55th St. 
New York 19, N.Y. 


Please send me your FREE 
brochure on MONY’s 
Executive Travel Accident insurance. 
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Firm Name. 
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San Antonio Men Hear 
Talk On Cold Canvass 


San Antonio Assn. of Life Under- 
writers in November honored its past 
presidents at a breakfast meeting. 
Eighteen of 20 who still reside in San 
Antonio were present. 

Travis T. Wallace, president Great 
American Reserve and Great Ameri- 
can F. & C., spoke on “How to Sell 
More and Have Fun.” He offered cold 
canvass as the means of achieving 
this goal, saying that cold canvass is 


not popular and that it is the most 


HieNATIONAL UNDERWRITER 


neglected method of selling. 

Mr. Wallace said his company had 
been built on cold canvass and that 
in its early period the agents were 
trained for this method of selling. The 
agent was instructed to go to the town 
where he was to work and talk to the 
first man whom he met, using ques- 
tions which quickly developed the 
fact that the man was a prospect for 
health and life insurance or was not 
a prospe::t. 

Using this method, the agent could 
complete his canvass of a town with 
a minimum of wasted time. The agents 
were given 314 days training on what 


the policies offered and 142 days on 
presentation. They worked out of 
Dallas and visited the small towns in 
the surrounding area. He said that the 
agents were instructed to stop at the 
first business house, talk to the owner 
and then to the employes. His com- 
pany’s agents are not trained this way 
today, Mr. Wallace pointed out, but 
the salesman should do some cold can- 
vassing each day. 


Advantages Discussed 


He said some of the advantages in 
cold canvassing include: Simple pre- 
sentation; men will follow a simple 








... and, as an agent, you will also be interested 
to know « The interest rate on money left with the 
company for pension trust auxiliary funds is also now 


_ 3.8% » Rates for the Term Dividend Option have been 
lowered « In addition to dividend grgdations at $5,000 and at 
$15,000,. New England Life now provides an additional gradation 
at $25,000 + Premiums on annuities have been lowered and dividends raised. 
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plan; keeps the agent sharp and wil 
result in his selling more insu: 

Mr. Wallace opined that the yp 
ferred lead assures the agent a Cour. 
teous hearing, since the prospect oes 
not wish to offend his friend, but he 
indicated that there may be no sale jp 
many instances. He said the standarg 
for planned calls is 10 seen calls each 
day, while cold canvass will result in 
50 to 60 calls per day. His own Sreatest 
number of calls in one day was 1% 

The life agent is out to find a pm. 
pect because he does not make a prq. 
pect, Mr. Wallace added. The man 
whom the salesman calls may be 
may not be a prospect for him, While 
for another salesman the man may 
the opposite. Either the  salesma 
makes a sale or the man on whom fe 
calls sells him on the fact that he j; 
not the agent’s prospect. He asked why 
keep on butting heads with the may 
who is not a prospect when there arp 
so many others who may be prospegts 
for the agent. 


Miss. Year-End ‘60 Life 
Insurance In Force Put At 
$3.4 Billion By Institute 


Life insurance in force in Mississip. 
pi at the start of the year totaled $34 
billion, or an average of $5,300 of 
coverage per family in the state, a. 
cording to a study of life insurance 
growth in the state prepared by Insti. 
tute of Life Insurance. 

Ordinary insurance in force at year. 
end 1960 was $1.9 billion, under 442. 
000 individual policies, and ordinary 
sales in the state last year totale 
$347 million. Group life in force ¢ 
year-end was $801 million, under 218. | 
000 individual certificates, and indus- 
trial life in force was $225 million o 
824,000 policies. Mississippi residents 
in 1960 received $38.4 million in life 
policy benefits, of which $20.4 million 
was in living benefits. 

At the start of 1961, there were 18 
life companies domiciled in Mississip- 
pi, with a total of $1.4 billion of life 
insurance in force and assets of over 
$156 million. 


Probe Possibility Of 
Mid-Pacific Seminar 

The possibility of a mid-Pacific life 
seminar, co-sponsored by the universi- 
ties of Illinois, Hawaii, and Tokyo, is 
under exploration, spearheaded by B. 
I. Mehr, professor of finance University 
of Illinois. If held, the conference 
would probably be staged at the Uni- 
versity of Hawaii with registrants in- , 
vited from the U.S., Canada, Austra- 
lia, New Zealand, Japan, and _ other 
free Asian countries. 

Primary subject of such discussion 
would be problems and plans of agency 
building, particularly from a home o- 
fice viewpoint, and product develop- 
ment. 

To date, no firm commitments have 
been reached on date, precise location, 
speakers, or subject. If the three uti- 
versities can reach agreement on such 
matters as location and financing, tal- 
get date for the conference will 
sometime during the first half of 1962. 


United Fidelity Holds Conferencé 
United Fidelity Life of Dallas helda 
two-day sales training conference fo 
managers and full time agents of the 
north and east Texas area. Particulat 
emphasis was placed on agency pial 
for 1962, with subjects covered includ- 
ing selection, training, production, at- 
ministration and conservation. 
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Urges Paid-In-Full Doctor-Care Plan 


(CONTINUED FROM PAGE 7) 
we do this and codify our coverage 
for at least that considerable portion 
of the public which qualifies for paid- 
in-full health insurance? 

Again, I say, I think we can. Such 
a move will probably require a new 
section somewhere in the insurance 
code in which the ground rules, the 
organizational and operation princi- 
ples, are specified, and under which 
the superintendent of insurance can 
authorize any duly licensed insurer 
to issue a standard certificate or policy 
to provide paid-in-full doctor-care. As 
I see it, each participating insurer 
could very easily issue the same 
standard policy, with the same text, 
conditions and benefits, and conform 
to the same administrative practices. 
Such a move would, I think, represent 
a clean vacuum sweep of the present 
confusion. 


Similar Program 


I would like it understood that I am 
not proposing that we set out on un- 
charted seas. Some 50 years ago, in 
1914, a somewhat similar program was 
initiated for the casualties of industry 
—the workmen’s compensation pro- 
gram in New York state. There were 
abuses, certainly, in that program. 
The doctors were not ready for any 
new arrangement of their affairs, and 
neither were the casualty under- 
writers. When public demand resulted 
in legislation, neither doctors nor in- 
surers were ready to lead in the plan- 
ning of the program. Those who de- 
manded the legislation didn’t know 
how to go about making it work. And 
so, in the 20 years following 1914, 
shameful abuses were practiced upon 
workers and their employers. Insurers 
and doctors were blamed for what 
they had no hand in planning. It is 
all in the records of two Moreland 
investigations in the early 1930s. 

I honestly wish that somebody 
would review and extract the perti- 
nent facts of those investigations, and 
in turn make them required reading 
for all those who today would under- 
take planned medical care. There is 
much that we could learn from this 
record of experience. 


Duck Soup Without Duck 


Paid-in-full doctor-care coverage, 
issued under a standard form by both 
the indemnity and non-profit insurers, 
as I have proposed, would be like duck 
soup without a duck if it did not have 
a code or schedule of fees for the 
various services. After more than 30 
years of experience, New York doctors 
have learned that the many frequently 
prophesized dire results for fee sched- 
ules were only phantoms of the imag- 
ination. They have worked well, and 
records exist of vast amounts of in- 
surance benefits paid to doctors under 
fee schedule plans such as workmen’s 
‘compensation, the casualty benefits 





Baxter-Cooper Agency To Move 


Baxter-Cooper agency of Chicago 
moved Dec. 10 to 333 North Michigan 
Avenue. The agency, which has repre- 
sented Federal Life of Chicago for 
Many years, has been located in the 
old Federal Life Building at 168 North 
Michigan for 21 years. A sales contest 
for the final six weeks of 1961 is being 
held in conjunction with the move. 
Individual life and A&S premium 
quotas for each salesman range from 
$2,500 to $5,000. All reaching their 
quota will receive an expense-paid, 
two-day vacation at the Wagon Wheel 
resort at Rockton, III. 


law, care of dependent service (A7N 
federal), the New York civil service 
and dependents program, the federal 
civil service and dependents program, 
and others. 

In the years these programs have 
been in effect, two myths have been 
exploded. One, these expenses have 
turned out to be insurable and, two, 
good doctors will participate in the 
programs. Insurers and doctors have 
come to realize that many of the peo- 
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ple embraced in the above programs 
might very well be greater risks to 
insurance and medicine if they had 
remained uninsured. 


Doctor Shouldn’t Decide 


The better the plans of private en- 
terprise for voluntary insurance to pay 
the expense of doctor-care the less 
will be the opportunity for the wel- 
fare socializers. For example, I am 


not advocating that all employes be 
placed under a standard, paid-in-full 
doctor-care plan. There are those in 
the lower bracket for whom such a 


: vention facil 
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contract will have real benefit, and 
there are those in the upper income 
bracket for whom an indemnity type 
of plan would be both fair and useful. 
What I am saying is that it should no 
longer be left to the doctor to decide 
who is qualified to receive paid-in- 
full benefits and who: is to be given 
only indemnity benefits. The place to 
determine qualification for either is 
at the time of enrollment in the plan, 
and not when services of a doctor are 
required, as is so often the case with 
the present set-up. 

Also, the qualification of income for 
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800 spacious guest rooms for conventions in the Hotel and Motor Inn, accommodating 1600 


GUEST ROOMS 


persons. 75 are suites. All are beautifully decorated, outside rooms with private bath and shower, 
individually controlled air-conditioning and free radio and television. 





AREA (Sq. Ft.) 
Main Ballroom 6216 
West Ballroom 3496 
Terrace Banquet Room 5550 
Blue Room. 5893 
Palladian Room §292 
MEETING AND Park Room 3344 
Club Room 3300 
BANQUET ROOMS Tamerlane Room 1101 
North Room 792 
South Room 792 
West Room 396 
East Room 288 
Green Room 378 





DIMENSIONS MEETINGS BANQUETS 
56 ’x 111’ 1000 725 
46’x 76’ 450 320 
50’x 111’ 1000 650 
71’x 83’ 500 600 
49’ x 108’ 650 400 
38’x 88 400 300 
50’x 66/ 150 150 
27’x 43° 100 80 
24’x 33’ 90 60 
24’x 33’ 80 60 
18’x 22’ 30 20 
16’x 18’ 25 14 
18’x 21’ 40 20 


Also 12 smaller meeting and conference rooms 


Large Exhibit Hall for trade shows and convention exhibitions, 177’ x 231’, accommodates up to 


250 booths, 8’ x 10’. Entirely on one floor, it’s adjacent to all meeting and banquet rooms and has 





EXHIBITS two driveway entrances. 10,000 sq. ft. of additional exhibit space also available in the Hotel. 
Magnificent outdoor swimming pool. Dancing, entertainment nightly in the famous Blue Room, 

OTHER Palladian Room or on the outdoor Terrace. Marquee Cocktail Lounge. Garden Restaurant and Snack 

FACILITIES Bar for fine food at reasonable prices. Garage right in the Hotel, adjacent parking at the Motor Inn. 


FOR DETAILS, MAIL THE COUPON OR CONTACT ANY OF OUR OFFICES | 


Shoreham Hotel 
and Motor Inn 


Connecticut Avenue at Calvert, Washington, D. C. » ADams 4-0700 
* New York Office: 60 East 42nd St., YUkon 6-3048 
Chicago Office: 30 North La Salle St., DEarborn 2-0089 


Experienced convention staff to serve you. 





i 


Mr. John E. McMurtagh, Director of Sales 


| Shoreham Hotel and Motor Inn 


booklet. 


Connecticut Ave. at Calvert, Washington, D. C. 
Please send your complete convention portfolio with full-color 
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individual family members should not 
be calculated on “unit family income,” 
bui rather on the basis of pro rata 
resources. A man and wife with one 
dependent and another couple with 
six children, for example, should not 
be rated the same when determining 
qualification for either a paid-in-full 
or indemnity plan. Each family may 
have the same income, but certainly 
the latter couple has less money to 
spend for doctor-care. 


MDs Will Go Along 


Most doctors have given up practic- 


FeNATIONAL UNDERWRITER 


ing in that rare stratosphere above 
the level of life where the give-and- 
take of daily affairs are measured in 
dollars. Monastic medicine survived 
for many thousands of years, but 
priestly robes were put aside early 
in the 20th century. Voluntary insur- 
ance has relieved the profession of a 
large portion of “service without 
charge’”’—the free care of former days. 
To pretend otherwise is shallow and 
false, as is evidenced by the number of 
expensive automobiles bearing “MD” 
license plates to be seen in any coun- 
try club parking lot. But doctors gen- 


The Northwestern Mutual 
point of view in advertising: 


erally have gone along with the many 
programs operating under codes or fee 
schedules; they will go along with in- 
sured doctor-care, paid-in-full, be- 
cause it is good business. The fees 
may not always be as large as desired, 
but the collections are prompt and the 
insurance dollar is just as big as the 
one out of a wallet. And, furthermore, 
the aggregate is larger. 


Bankers Life of Des Moines held an 
advanced school for salesmen at the 
home office recently. Attending were 
27 salesmen from 21 agencies. 


let an authority speak for you 


The personal opinion of a prominent man has inherent interest for the millions of TIME 
and NEWSWEEK readers. 
In the advertisement shown below, Northwestern Mutual puts this interest to work in 


the person of Mr. Carl A. Bimson, President of the American Bankers Association, who 


talks about the agent-policyholder relationship. 


This message is one of a continuing series that began in 1948. 
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Panel Agrees Arden 
House Oct. Meeting 
Was ‘Important Step’ 


(CONTINUED FROM PAGE 1) 
the sociological and economic questions 
facing us in this country.” 

Mr. Menge said that although the 
life insurance business has always hag 
a vital interest and concern in future 
sociological and economic trends, prior 
to the Arden House conference, there 
had been rather little effort on the part 
of the life insurance business to estab- 
lish communications with this group 
and to tap their resources of know- 
ledge. 

The conference, however, not only 
succeeded in bringing life insurance 
executives and sociologists together so 
that they could become acquainted with 
each other and exchange ideas, but it 
also gave each group an appreciation 
for what the other knows and has to 
contribute to a common pool of know- 
ledge that will benefit both, Mr. Menge 
stated. 


Problem Areas Identified 


He said the conference also succeeded 
in identifying a number of areas where 
“we need to know more and how we 
might go about getting answers to some 
of the questions that are of vital con- 
cern to all of us. 

“For example, the whole field of so- 
ciological research is of such signifi- 
cance that it seems to me that we 
should encourage sociologists to use our 
life insurance records at every oppor- 
tunity. Sociological research on the 
role of the family in our modern, com- 
plex society is indicated. 

“Arden House was only the first 
step in a long-range program. It seems 
logical that another step might be a 
conference with economists based on 
the Arden House pattern.” 

Reporting on the informal discussions 
that took place at the conference, Clar- 
ence D. Walton, associate dean of the 
Columbia University Graduate School 
of Business, said, “It was agreed that 
the objectives of sound social policy 
and of the insurance companies is to 
sustain the traditional role of the 
family. With the increase in the nun- 
ber of widows, there is need to under- 
stand the role of this group in society 
and to plan for their interest. There are 
clearly heavy pressures on the family 
group.” 


Other Areas 


Mr. Walton said the areas of mutual 
concern to sociologists and life insur- 
ance companies also include workers 


logy, the investment policies of insur- 
ance companies as they affect big 
cities, suburbia and private housing, 
and personnel policies of the life com- 
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Eugene Thore Sees 
No Clear Pattern In 
Kennedy First Year 


(CONTINUED FROM PAGE 2) 
raised. He described the changes in 
the act recommended by the joint legis- 
lative committee of LIA and American 
Life Convention in order to make ef- 
fective state laws authorizing life com- 
panies to establish segregated accounts. 

Discussing Congressional reaction to 
the issue, Mr. Thore said, “At the end 
of the session, the chairman of the 
House ways and means committee in- 
formed us that he had requested the 
Treasury Department to give particular 
consideration to the matter, and that 
in his opinion a legislative decision 
could be reached on the subject in 
1962.” 


Tells Progress 


Describing the progress of the Keogh 
individual retirement bill, Mr. Thore 
reported that the House bill as ap- 
proved by the Senate finance commit- 
tee embodies changes in all three 
major areas recommended by the life 
insurance business. With the favorable 
finance committee report before the 
Senate at the beginning of the session 
in January, it is now believed that 
the bill has greater likelihood of enact- 
ment than ever before, Mr. Thore as- 
serted. 

He recounted developments this year 
in regard to the President’s proposal 
involving the withholding of tax on 
interest and dividends. After stating 
the opposition and recommendations of 





accurate view of the measurable things 
that are happening in our society and 
to try to analyze and interpret some of 
the less measurable things. 


Long Term Changes 


“Sociologists and life insurance peo- 
ple together should be able to uncover 
signigicant long term changes in areas 
where we can help shape the changes 
and also in other areas where changes 
which cannot be controlled or reversed 
require institutional changes to meet 
them. , 

“Actually the opportunity to under- 
stand and meet changing conditions 
presents a positive challenge. The fact 
that you are sufficiently imaginative to 
begin to use the training and know- 
ledge of top social scientists to help 
you take a look at basic trends and de- 
velopments means to me that the insti- 
tution of life insurance will in the 
future, as it has in the past, be ready to 
méet the changing needs of the Ameri- 
can people.” 

Miss Cleary is the daughter of the 
late Michael J. Cleary, former presi- 
dent of Northwestern Mutual. 
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LIA and ALC presented to the House 
ways and means committee earlier in 
the year, Mr. Thore said: “In the draft 
bill adopted for study purposes follow- 
ing lengthy consideration by the ways 
and means committee, a number of 
modifications in the original proposal 
were made. In general, the amended 
plan was more burdensome adminis- 
tratively, but less damaging in the 
amounts that would be removed from 
investment use by life companies.” 

He reported on the efforts.of both 
houses in Congress to amend the wel- 
fare and pension plans disclosure act. 


The House, he said, approved a bill 
involving many of the recommenda- 
tions of the life associations’ witness, 
and the Senate committee approved 
not only all these insurance recom- 
mendations but also included the 100 
lives reporting exemption. Mr. Thore 
said that it is entirely possible that ac- 
tion on these bills will be forthcoming 
soon after Congress reconvenes, in 
view of administration interest. 

He also discussed the enactment of 
social security legislation, and consider- 
ation by the House ways and commit- 
tee means of the proposal to provide 
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health care for the aged under social 
security. After outlining the extent of 
the pressure being generated for such 
legislation, he said; “All of these de- 
velopments are underscored by the 
fact of an election year in 1962 and the 
traditional effort to liberalize social 
security in such years.” 

Mr. Thore also discussed Washing- 
ton developments involving civil de- 
fense, housing and mortgage lending, 
monetary policy and debt management, 
National Service Life Insurance, gov- 
ernment employes’ benefit programs, 
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and other matters. 









































Henry F. Rundquist, standing, Superintendent of Agencies, North Central Division at Minneapolis, conducts a Saturday Morning Clinic 
with Divisional Supervisors William L. Archbold, left, and Roy A. Hjort and Frank R. Califano, Home Office Field Representative. _ 


At Northwestern National we always have 12 to 18 men in our Management 
Training Program. All of these men work as Field Supervisors while undergoing 
on-the-job training, two or three being assigned to each of our six strategically 
located Divisional Offices. 

After each week’s work in the Field—work which may consist of such things 
as training a new man, conducting a recruiting campaign or holding an agency 
meeting, our six Divisional Superintendents of Agencies hold Saturday Morning 
Clinics with the Trainees under their direction. At the clinics, the week’s work 
is thoroughly evaluated and assignments are made for the week ahead. 

The Saturday Morning Clinic, with the opportunity it provides for exchang- 
ing ideas and comparing notes under the guidance of a well-seasoned superinten- 
dent, constitutes one of the most stimulating and beneficial aspects of our entire 
Management Training Program. 
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Editorial Comment 


How Much ‘Suitability’ Must There Be? 


What effects can we expect the 
recent upholding of the $25,809 Knox- 
Anderson award to have on selling 
methods heretofore regarded as safe 
from suits by dissatisfied purchasers? 

The appeals court explicitly avoided 
the question of the agent’s liability as 
a fiduciary, a point in the trial court’s 
opinion that had many life insurance 
people worried. Nevertheless, the ap- 
peals court seems to have gone pretty 
far in specifying standards for agents 
to follow in their selling presentations. 
The agent must not recommend un- 
suitable plans of insurance or conceal 
facts about their unsuitability, if the 
prospect can prove he had reason to 
believe the agent and rely on his 
superior knowledge. 

It’s no defense that the agent didn’t 
know whether the policy was suitable 
or not: An irresponsible recommenda- 
tion made without inquiring into the 
prospect’s circumstances can land the 
agent right in the soup. Moreover, 
while the agent can express an erro- 
neous but honest opinion without in- 
curring liability, a dishonest opinion 
will get him into trouble, even though 
it was expressed as an opinion and 
not-as a fact. Finally, the agent must 
not withhold material information that 
might have influenced the prospect’s 
decision. 

How far can this principle of “suita- 
bility” be carried by plaintiffs’ lawyers, 
courts and juries in the ninth circuit 
and possibly in other circuits that give 
weight to the San Francisco decision? 
and when does an opinion become dis- 
honest, and hence actionable at law? 

Presumably an agent would be safe 
enough if he told his prospect, ‘Look, 
I don’t know whether this plan is suit- 
able for you or not; you’ll have to 
make up your own mind. Here are the 
rates and provisions.” Also, the agent 
would presumably be safe if he in- 
quired diligently into the prospect’s 
situation and made recommendations 
that he would follow himself if he 
were in the same situation. 

But such conscientious and litigation- 
proof advice might not be so easy to 


determine as it would appear to be. 

Just take the matter of “suitability” 
that was a key point in the Knox- 
Anderson case. Suppose an agent rec- 
ommends and sells to a young pros- 
pect a substantial line of permanent 
insurance that is well within his capa- 
city to pay for. But the agent fails to 
mention premium waiver, disability 
income, family income rider, or the 
guaranteed insurability option. It so 
happens his company doesn’t sell the 
latter. Now, while the sale is a sub- 
stantial one, it is obviously nowhere 
near enough to bring the buyer’s insur- 
ance program in line with his future 
family situation. After the new insur- 
ance is in force, he becomes uninsur- 
able. Attempting to use the rationale 
of the Knox-Anderson opinion, he sues 
the agent for advising him to buy in- 
surance that was “unsuitable” in that 
it lacked the guaranteed insurability 
option. One can imagine the question- 
ing in court by the plaintiff’s attorney: 

Q. Did you believe that the insur- 
ance you sold the plaintiff was enough 
to bring his insurance coverage to the 
point where he would not need to buy 
any more during the balance of his 
life? 

A. No, but that was 
thought he could afford. 

Q. Since you believed he would need 
to buy more insurance when he could 
afford it and when his family respon- 
sibilities increased, did you take any 
steps to guarantee his right to buy 
such insurance in the future? 

A. No. 

Q. You know that such guarantees 
of insurability are available, do you 
not? Why didn’t you recommend them? 

A. Yes, I know they are available, 
but my company doesn’t sell them. 

Q. Then why didn’t you suggest pur- 
chasing the insurance from a company 
that does issue the insurability option? 

A. Well, I uh, thatis.... 

Q. Isn’t it a fact that you would have 
made a smaller commission if you had 
brokered the insurance to another 
company than you stood to make by 
placing it with your own company as 


all that he 


a full-time agent? 

A. That’s true, but there were other 
reasons for placing it with my own 
company. 

Q. You mean like convention credits? 

A. Well, yes, but I mean _= such 
things as faster service, more liberal 
underwriting—things like that. 

Q. But isn’t it a fact that in selling 
this policy you recommended insur- 
ance that was unsuitable in that it 
lacked the guaranteed insurability op- 
tion? That you expressed an opinion 
as to its suitability even though that 
opinion was false because you knew 
about the insurability option and 
failed to mention it? In other words, 
that you withheld material informa- 
tion, knowing it to be material, be- 
cause its disclosure might have meant 
a lower commission rate to you? 

Let’s draw the curtain at this point. 
But we don’t think we are reading 
too much into the opinions of the trial 
judge and the appeals judges when we 
say that the doctrine of holding the 
agent responsible for the “suitability” 
of his recommendations can have some 
far-reaching effects. 

The most obvious source of further 
trouble is the cases most similar to 
the Knox-Anderson case: buyers who 
have bought financed insurance in 
larger amounts than was appropriate 
or who were not at the time or ever 
likely to be in income tax brackets 
where a good argument could be made 
for buying financed insurance. This 
is especially true where, as in the 
Knox-Anderson case, there was also 
involved the use of cash or loan values 
in existing insurance to help finance 
the purchase of the new. 

But if an agent can be held liable 
for recommending and selling a plan 
that is “unsuitable” because of being 
too much for the buyer’s means, how 
about the recommendation and sale of 
a plan that is poorly designed in the 
light of the buyer’s situation? For 
example, what about the sale of a 
high-premium educational endowment 
policy when the prospect’s real need 
is for coverage to enable his wife and 
youngster to get along if he should die 
before the child reaches college age? 
And there is the situation where the 
prospect asks the agent, “Do you 
really think this is the best policy I 
can buy?” and the agent answers 
“Yes,” even though he knows that 
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Ajax Life has a similar policy with 
more liberal provisions and a lower 
cost. When the agent says “Yes,” it’s 
a dishonest opinion, but presuniably 
the difference in cost and benefits be. 
tween the policy he is pushing ang 
the best that could be had is sma} 
enough so that, by itself, it wouldn't 
make a suit worth while. 

The appeals court has said, in effect, 
that a prospect is entitled to rely on 
an agent’s recommendations if he gives 
the impression he knows what he's 
talking about; that opinions, even 
though wrong, must be honestly ar. 
rived at, and that concealing materia] 
facts in a sale constitutes misrepresep- 
tation just as much as an outright lie_ 
and that failure to live up to these 
standards subjects the agent to liability 
for any resulting loss to the buyer. 

Probably the assumption of such 
strict standards should be regarded as 
complimentary to the status of insur- 
ance selling, but it also presents some 
complications. These are not due go 
much to any real change in what the 
agent has been responsible for right 
along, but the way in which his obliga- 
tions and responsibilities are spelled 
out in such detail could well invite a 
lot of future litigation that otherwise 
nobody would ever have thought of 
initiating. 

Some of this litigation will doubtless 
have considerable merit, and we are 
thinking of the carelessly sold bank- 
loan cases in this connection, but a 
great many others will be from policy- 
holders who have no real reason to 
complain but who still feel they were 
the victims of poor advice. Unfortu- 
nately, the people who will pass on 
these claims will be judges and law- 
yers and not insurance experts. 

At the meeting of Assn. of Life In- 
surance Counsel this week, Vice-presi- 
dent W. Douglas Beil of State Mutual 
Life touched on the Knox-Anderson 
case and observed that “in certain 
methods and practices agents may be 
subjecting themselves to liability. ... 
In such matters as replacement and 
‘twisting,’ do we not have an obligation 
to point out this possible liability, as 
well as possible violation of adminis- 
trative rulings or laws, if we are to 
discharge our full responsibility to our 
agency organizations?” 

That passage was written before the 
appeals court upheld the Honolulu 
federal district court. If anyone was 
inclined to question the validity of Mr. 
Bell’s concern, the action of the circuit 
court of appeals should remove all 
doubt.—R. B. M. 





Personals 


Raymond C. Johnson, vice-president 
in charge of marketing of New York 
Life, has been named to direct the com- 
merce and industry drive of the 1962 
New York Red Cross campaign for 
members and funds. 


Leland J. Kalmbach, president of 
Massachusetts Mutual, has been named 
chairman of the executive committee 
of the presidents club of the University 
of Michigan’s development council. 


Herschel Moore, supervisor of Fran- 
klin Life’s IBM department at Spring- 
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consultant and subsequently worked 
in the same capacity for Southwestern 
Life which acquired Atlantic early this 
year. 


J. HAWLEY WILSON, 63, manager 
of Massachusetts Mutual at Oklahoma 
City, died in Dallas while on a busi- 
ness trip. He was a CLU and life and 
qualifying member of Million Dollar 
Round Table, and had been with the 
company 35 years. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle Street, Chicage, Dec. 12, 1961 
Bid Asked 
$ $ 


field, Ill., has been appointed superin- 
tendent of that city’s playground and 
recreation commission. 


Deaths 


DR. JAMES Z. DAVIS, 55, medical 
director Pacific National Life, died at 
St. Lukes hospital in San Francisco 
following a brief illness. He had been 
medical director since 1951, working 
out of the company’s former Salt Lake 
City office. He moved to San Francisco 
in August, 1961, when the company’s 
offices were consolidated there. 

Dr. Davis had been assistant clinical 
professor of medicine at University of 
Utah, chairman Utah board of health 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Insurance stocks cut a ragged pattern last week again. There were steep 
declines in several issues. The fire-casualty stocks were heavy, but there 
were indications of firming late Friday. There were some strong spots, 
though. Kansas City Life kept on going and at 3,150 was 200 points higher. 
Monumental Life was up 5 and in the fire-casualty section Phoenix scored a 
gain of 4. 

Conn. General plummeted 21 points to 275 bid, which substantially re- 
duced the margin for arbitragers in connection with the Aetna Fire program. 
The latter was down 4 points. Selling C.G. at the bid price of 156 and buying 
Aetna at the offering price of 156 still gave something of a margin, however. 

Aetna Life was off 54% and Aetna Casualty 4. Hartford Fire was down 3%, 
so the Hartford issues on the whole were under selling pressure. Travelers 
kept about even for the week as a whole, though it was off from its mid- 
week levels. 

Reliance declined for the second week and at 68 or so was off about 8 
points from the recent high. Insurance Company of North America sagged. 
So did Continental Insurance. Continental Casualty faded a trifle but Con- 
tinental Assurance went into new high ground at 209 bid. 

Old Line Life went to 210 bid on word of a proposal for a 5-1 split and a 
20% stock dividend. 

All-American Life & Casualty confounded those who had felt that even 
with its splendid rate of development and growth it was commanding a 
high price in the market. It raced up another four points or so into new 
high ground at 32%. Inland Life of Chicago that has won the public fancy 
dropped out of orbit. From a high of about 22 it dropped to 15 bid Friday. 

Franklin Life was down 6. Republic National Life that had a spectacular 
run to about 110 failed to get support when sellers appeared until around 
the 90 mark. Jefferson Standard Life was up 2 at the 100 level while B.M.A. 
lost 3. Ohio State Life continued to gain strength on the prospect of a solution 
of the Columbus Mutual Life problem. It got as high as 83 on the bid side. 
Life Insurance Company of Virginia recovered from a recent sinking spell 
of about 15 points and was in demand at 130. A lot of 22,000 shares of Wash- 
ington National was placed, away from the trading market, mainly with 
institutions. 

The public continues to be interested in the lower-priced issues—mainly the 
new situations and brokers are scouring the country for things that might 
offer promise. There is danger here. The public is tempted to go into new 
issues, without doing the arithmetic of multiplying the number of shares 
by the market, to see what that does to the total share valuation of the com- 
pany. When it comes to seasoned companies, though, they get particular 
and look for flaws. Growth with a capital G is the magic word. 

sn Mutual Fund cut back its Aetna Life holdings from 24,000 to 
4,000 shares. 
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O'Leary Predicts Continuing Recovery 


(CONTINUED FROM PAGE 2) 
interest rates. 

“How successful the government 
turns out to be in maintaining general 
price stability next year will be a 
decisive factor in determining whether 
the rise of interest rates is limited to 
comparatively modest proportions or 
whether it is substantial. At the same 
time, the degree of success which the 
government has in maintaining general 
price stability will determine in large 
measure whether the general business 
expansion now under way can be sus- 
tained not only in 1962 but in 1963.” 

Mr. O’Leary said, “In recent months 
the deficit in our international balance 
of payments has been rising again and 
is likely to increase further as our im- 
ports mount with the expansion of 
general business activity.” 

He said a major force in our rising 
gross national product is the pro- 
nounced rise in federal spending for 
defense, foreign aid and welfare pur- 
poses that is underway. He predicted 
that the Berlin crisis, plus expanding 
federal spending for foreign economic 


aid and domestic welfare purposes 
would make it difficult to achieve a 
balanced budget by fiscal 1963 without 
a tax increase. The federal budget is 
certain to be an expansionary force in 
the next year. He said a federal cash 
deficit of about $10 billion is expected 
in fiscal 1962. 

Mr. O’Leary warned, “A big question 
for next year is whether troublesome 
inflationary pressures will be revived 
as the economy expands. They can be 
held in check if wise, fiscal, monetary 
and wage policies are followed. Our 
international balance of payments situ- 
ation makes it imperative that we 
avoid a renewal of the upward drift 
of the general price level. Government 
officials talked earlier this year about 
using fiscal policy as an alternative 
means of combating the resurgence of 
inflation, but it now seems clear that 
rising federal spending has made this 
difficult to do. It seems likely that, as 
the months go by, the restraint of 
upward pressures on the general 
price level will again become a matter 
of urgeiit public concern.” 
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Why Appeals Court Upheld $25,809 Award 


(CONTINUED FROM PAGE 2) 


field, indeed ‘the only one that was 
qualified to do this tremendous job,’ 
“but also because there were circum- 
stances from which the court could in- 
fer that Knox was obliged to take the 
program on faith and in many impor- 
tant respects to act in the dark..... 
“It is clear that in fact Knox did re- 
ly upon Anderson’s statements and we 
think that it would be idle to argue 
here that Knox should have found out 
for himself because of some principle of 
caveat emptor that the program was 
not at all what it was represented to be. 
Knox testified: ‘I had faith in him be- 
cause he was recommended by a lead- 
ing business man in the territory. I 
figured he knew what he was talking 
about. He had all the facts in my case. 
I figured he was giving me something 
that was designed for me.’.... 
“Some of the circumstances illustrat- 
ing how Knox relied on Anderson’s 
statements are illuminating. For in- 


stance, it appeared that during Ander- 
son’s sales talk, alluding to the sched- 
ule, Exhibit 4, Knox called attention to 
the fact that the schedule showed a 
40% tax bracket, stating that he, Knox, 
was not in that bracket. Anderson 
explained that ‘even if you are in the 
30% bracket, it would still be favor- 
able.’ 

“Again, as the sales conversation 
proceeded [Mr. and Mrs. Knox] in- 
quired about reducing or dropping the 
program after they started it, in case 
they found it burdensome. Anderson 
assured them they could do so. What he 
neglected to tell them was that they 
could do so only at a very substantial 
loss. (Finding 8(b)(3).) But it is plain 
that this assurance helped to lessen 
any concern they might otherwise 
have had about entering on this exten- 
sive undertaking. 

“Again Kreidler testified that Knox, 
noting Exhibit 4, said that the amounts 
in the last 15 years on the schedule 
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CONTROLLER 


Unusual opportunity to join a progressive 
management group as controller. This is a 
top level administrative position requiring 
an individual with a thorough knowledge of 
life insurance accounting. Must be able to 
prepare annual statements and other finan- 
cial reports. In addition to technical knowl- 
edge, individual must have administrative 
talents enabling him to get things done 
through others. Salary good with stock op- 
tions available. Age 30 to 45 preferred. 
Location in midwestern surburban city. 
Write C-56, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WORTH WRITING ABOUT 


Sales management opportunity in a major 


DIRECTOR OF AGENCIES 


Strong recruiting and training. 


Background—Must be serious, reflect com- 
pany pride and be completely capable of 
assuming control of Agency Dept. of com- 
pany in all of its phases. 


Do not apply if over age 35. 


Send complete resume in first contact to 
P.O. Box 61, Grand Junction, Colorado. 











PRESIDENT-DIRECTORS 
Cash Buyers for controlling or entire 


equity large or small life companies, 
whether making or losing money, will add 
resources to make company profitable. 
Personnel will be retained or provided. 
Prompt action on fair valuation basis. 
Write or phone in confidence. 

T. Cc. V. SEDGWICK COMPANY 

Insurance Company Financing & Mergers 

In Business Since 1921 

3100 McKinney 


LA 6-3829 Dallas 1, Texas 








Southwestern Ohio city. Excellent i 
and growth potential for man capable of 
developing a “Home Office” branch of 
an established Life and Health Insurance 
Company. If you are age 35 to 40 and 
have successful personal production and 
management background, send summary 
to C-55, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 











SALES EXECUTIVE AVAILABLE 
Age, 40. Fifteen years experience: Personal 
Production, Management, Agency Director. 
Presently located in Southwest but willing 
to relocate if job offers growth potential. 
Write C-43, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








CREDIT LIFE 
SALES EXECUTIVE 


43, 1 Zeslivi: 





Fast growing company g in 
credit life and credit accident and health seeks 
man “experienced in consumer credit sales 
through banks, automobile and mobile home 
dealers, finance and loan companies. This is 
a challenging position with a well established 
stock company operating in forty-nine states. 
Good salary, insurance and er benefits. 
Write C-47, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED—DIRECTOR OF AGENCIES 


Company well financed. Age to 45. Ex- 
perience important. Send resume, salary 
requirements. Write C-50, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, 
IMlinois. 





FLORIDA 


Supervisory opportunity in Life Insurance. Po- 
sition offers stepping stone to General Agency 
work with top mutual company. If interested, 
forward resume which will be treated confi- 
dentially, to P.O. Box 11120, St. Petersburg 
13, Florida. 








SUCCESSFUL GENERAL AGENT or ASSISTANT 
GENERAL AGENT, who can sell, hire and train 
agents. One who has a proven record of success, 
selling 20 pay with coupon or similar special 
policies, needed as agency director for sound, 
aggressive, Arizona, full legal reserve life insur- 
ance ¢ Cc ti commensurate 





with experience and results. Reply: President, 
P.O. Box 7143, Phoenix 12, Arizona. 











AGENCY V. P. AVAILABLE 


Can recruit, train, organize, create, ad- 
minister. Fantastic record of success..Leav- 
ing present company for best reason. Write 
C-54, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 








AGENCY VICE-PRESIDENT 


Unlimited opportunity with a small northwestern 
mutual life insurance company for a man with 
a proven record of life insurance success capa- 
ble of assuming complete resp oy of 
Agency organization. Write C-57, National Un- 
derwriter, 175 W. Jackson Blvd.,Chicago 4, Ill. 














were more than he was currently pay- 
ing in premiums; that Anderson then 
said: ‘Disregard the schedule; it will 
nevertheless cost you less.’ Kreidler 
continued, ‘He used the terminology 
that he would have more insurance 
protection for his family for less out- 
lay of dollars.’ 

“The facts here related, and thus 
credited at the trial court, sufficiently 
establish Knox’s right, as a matter of 
law, to rely on these representations as 
to suitability, if, as the court found, the 
representations were false and were 
made with intent to deceive.” 

The appeals judges then took up the 
question of whether the record supports 
the trial court’s finding that the pro- 
gram sold to Mr. Knox was in fact 
unsuitable. 

“Here again we must say that the 
court’s finding on this point was not 
clearly erroneous,” said the appeals 
court. “There was considerable evi- 
dence to support it. Some of it came 
from qualified experts- in the insur- 
ance field who undertook to demon- 
strate through analysis of the Anderson 
proposals and with the aid of charts, 
diagrams and mathematical calcula- 
tions that the program sold to Knox 
was not a suitable one. While the sche- 
dules furnished by Anderson were not 
self-explanatory, and required exten- 
sive mathematical calculations to dis- 
close just what the program contem- 
plated, yet once those calculations were 
made, it was not difficult for the court 
to draw its factual inference of unsuit- 
ability from these figures.” 


40% Called 20-Year Average 


In his appeal, Mr. Anderson under- 
took to argue that the 40% tax bracket 
assumed in his proposal “was not a 
misrepresentation but a 20-year pro- 
jected average reasonably reflecting 
Knox’s expected income pattern.” 

About this the appeals judges said, 
“There is not the remotest basis in the 
record for a finding that Knox would 
have reached a 40% tax bracket, much 
less that his bracket would average 
such.” 

As to the question of fraud, the ap- 
peals court said: “The first question 
is: Was the representation made by 
Anderson as to the suitability of this 
program a representation of fact and 
not a mere expression of opinion? The 
second question is: Assuming that we 
find here a statement or representation 
of fact, was it made falsely and fraudu- 
lently with intent to deceive, or was 
the representation made with reckless 
disregard whether it was true or false?” 

The court pointed out that it is gen- 
erally recognized that an erroneous 
opinion is not cause for action if it is 
honest, but if an expert expresses a 
dishonest opinion, he makes himself 
liable, even though it is only an opin- 
ion that he has been expressing. 

“The question which the trial court 
had to consider was whether Ander- 
son’s statement of opinion was an hon- 
est one,” the appeals court stated. “If 
therefore when Anderson spoke he 
knew or believed his statement to be 
false or unwarranted, he would be 
liable, for obviously he expected that 
Knox would rely upon his statements. 
In like manner, if he gave this assur- 
ance of suitability when he knew that 
he had no basis for such an assertion, 
he would be liable, for this would be a 
case of representation with reckless 
desregard whether it was true or false. 

“The trial court found, as noted: 
‘That this representation of suitability 
was known or ought to have been 
known to defendant to be false and 
fraudulent and was made by defendant 
to plaintiff with intent that he rely 
upon it in buying said integrated pro- 
gram.’ Our inquiry is therefore whether 
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that finding is supported by ev:dence 
or whether it is clearly erroneous” 

While conceding the bank loan plan’; 
suitability under some circumstances, 
the appeals judges had this to say. 
“However, it is apparent that a mere 
look at the characteristic features g 
the plan is sufficient to make it ap. 
parent to anyone, and particularly to 
the trial judge, that it contains within 
it features which make it inherently g 
system readily adaptable to sharp prae. 
tices. In short, any insurance agent 
using this system and familiar with jt 
must be aware of the faet that in em. 
ploying it he must resist any tempta. 
tion to cverreach a purchaser. The 
court could well find that Anderson 
must have known that an indiscrinj- 
nate use of the bank loan plan wa; 
fraught with hazards. 

“The first weakness of the plan ip 
this respect is its built-in temptation 
arising out of the inflated commissions, 
The trial judge could justly raise his 
eyebrows in observing the temptation 
to overselling involved in what he 
could properly consider to be exces- 
sively large commissions. 

“The second dubious feature of this 
plan is illustrated by Anderson’s ip- 
ducing Knox to let him have his old 
policies and to change and convert 
them by shortening the period of pay- 
ment, borrowing to produce funds for 
the bank loan plan, and pledging the 
policies as collateral under that plan, 
It is in the course of this process that 
Knox lost the benefit of the family 
income rider and found his accumula- 
ted cash values gone. When a bank 
loan plan is sold under circumstances 
involving the changing and conversion 
of the purchaser’s old policies, the sel- 
ler, as Anderson must have known, 
was skirting on the ragged edge of 
“twisting.” 

Also listed as dubious aspects were 
the similarity of the coverage to term 
insurance, the possibility that the bank 
loan interest would exceed the assumed 
31%%, and the possibility that Mr. 
Knox’s tax bracket would not exceed 
25%. 

“Anderson’s own _ correspondence 
furnishes strong evidence that he was 
aware of the impropriety of selling this 
plan indiscriminately to persons of 
limited income,” the appeals judges 
commented. “Some of his letters in 
the exhibits are written on stationery 
carrying on the reverse side a reprint 
from THE NATIONAL UNDERWRITER for 
Aug. 8, 1947, headed, ‘Bank Loans to 
Buy Policies Again Popular with 
Wealthy.’ The article begins: ‘High in- 
come tax rates, low bank loan rates 
and the high reserves under Guertin- 
law contracts have combined to pro- 
vide a big market among wealthy men 
for limited payment policies.’ 

“Thus the ‘trial court would be war- 
ranted in finding that Anderson knew 
when he sold Knox his program the 
dangers probable in case of an indis- 
criminate use of the bank loan plan. 

“But from Anderson’s own testimony, 
the trial court could conclude that 
Anderson was unconcerned about these 
matters. The cross-examination of 
Anderson by counsel for Knox endea- 
vored to find out his thoughts and men- 
tal attitude with respect to the suita- 
bility of this program at the time of 
sale. For a considerable period of his 
testimony, Anderson evaded the ques- 
tion. The court intervened, telling him 
that ‘counsel is trying to find out how 
you felt at the time of this transaction, 
specifically whether or not you 
that you owed a duty to protect the 
Knoxes against what in your opinion 
might be poor judgment in deciding 
how much insurance to take undef 
this proposed loan financed plan.’ 

“The witness evaded this question 
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stating that he went to the tiie 4nd 
expense to prepare the schedules so 
that the Knoxes themselves could de- 
cide. Finally, however, the testimony 
was as follows: ‘The court: Let’s go 
over it again. From the answers you 
have given me, I take it that you are 
saying, no, that you felt you owed them 
no duty to protect them against any 
pad judgment that in your opinion 
might be exercising in relation to the 
insurance that they had decided to 
purchase? The witness: I guess that’s 
right, with this qualification, that it 
was their responsibility to determine 
what they should buy and could buy. 
I was selling life insurance. But at the 
same time I felt I was using the judg- 
ment of the insuring company in the 
amount that would be issued. As to 
what they decide, what they should 
puy, is their responsibility.’ 

‘Would Be Sufficient’ 

“We believe that this answer alone 
would be sufficient to warrant thé 
trial judge in finding that Anderson, 
in making his representations respec- 
ting the suitability of the program, did 
so with reckless disregard as to whe- 
ther his representation was true or 
false. 

“In this same connection, Anderson’s 
own testimony is that he did not under- 
take to draw up a suitable program of 
insurance for the Knoxes. ‘I didn’t do 
any extensive planning because that 
was not my field. I simply submitted 
the policies that were applied for and 
they made the decision as to what they 
wanted to purchase.’ He did little per- 
sonally to inform himseif as to the 
facts relating to Knox, his income, his 
resources and his old insurance pro- 
gram before he undertook to sell the 
plan to him. 

“This complete detachment is con- 
sistent with other circumstantial evi- 
dence in the record. Kreidler testified 
that he had attempted to argue with 
Anderson that the $100,000 policy was 
more than Knox could afford. He was 
told by Anderson that he, Anderson, 
would make that decision; but Kreidler 
went on to explain that one reason why 
he could not get along with Anderson, 
one point of difference with him was 
that he did not believe in overselling 
people who could not afford to carry 
large amounts of insurance with large 
premiums. He said it was Anderson’s 
practice to determine the size of the 
new bank loan policy to be sold to a 
customer by ascertaining the total 
amount of cash values and dividends 
in the purchaser’s old contract. The 
question was: What would those old 
contracts purchase in the way of pre- 
mium? That this was the circumstance 
which actuated Anderson in selling 
the program can be inferred from the 
fact that after Anderson’s first contact 
with Knox in November, 1952, it de- 
veloped that Knox had other insurance 
with additional loan values. With this 
knowledge Anderson proceeded to sell 
the policy on the life of Ellen and the 
additional loan values were plowed 
into the new premium. It was then, as 
we indicated above, that the total 
amount of insurance was raised by 
another $50,000.” 

Concurring Opinion 


In a separate, very short concurring 
opinion, Judge Chambers said: “I re- 
gard it as a reasonable inference that 
the multiplicity of figures given to 
Knox were not intended to enlighten 
but were intended to put a film of 
sweet lusciousness over the shell of a 
bitter coconut. . . If history repeats it- 
self, many good insurance men will be 
encouraged to be alarmed that this 
decision puts their livelihood in jeo- 
pardy. There is no reason to think so. 
The answer is: ‘Read the facts—if you 
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Chet Huntley, NBC newsman and en- 
thusiastic Massachusetts Mutual pol- 
icyholder, and H. C. Copeland, general 
agent at New York for Massachusetts 
Mutual, look over a “Radiator,” the 
company’s house organ, which covers 
the award of the president’s trophy to 
Mr. Copeland’s agency in 1960. At left 
is C. Harrison Meyer of that agency 
who is Mr. Huntley’s life insurance ad- 
viser. Mr. Huntley has nearly $500,000 
in coverage with the company. 





x99 


have a full hour to do so. 

The Knox-Anderson case attracted 
widespread attention, partly because it 
involved the highly controversial bank 
loan plan of selling and partly because 
the trial judge went so far in the dir- 
ection of holding that the agent owed a 
fiduciary standard of duty to his client, 
as compared with the generally under- 
stood obligation not to misrepresent. 

The damages consisted of $13,309 
out-of-pocket loss, $10,000 punitive 
damages and $2,500 for mental suffer- 
ing. The appeals court’s willingness to 
go along with the mental suffering 
award stemmed in large measure from 
Mr. Anderson’s recommendation to 
New York Life, of which he was an 
agent at the time of the sale, that it 
should not give the Knoxes any spe- 
cial consideration in letting them give 
up the policies he had sold on the 
bank-loan plan. 

Several other suits involving replace- 
ments are pending, awaiting the out- 
come of the Knox-Anderson appeal. 


——— gore ce ene 
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FROM FIDELITY 


Effective November 1st—a new 
series of Life Insurance Contracts 
based on the most modern 
Mortality Table (1958 C.S.O.) 


e Reduction in premiums 
® Quantity discounts for larger policies 
@ More liberal policy benefits 


e Flexible and liberalized riders, 
benefits and settlement options 


© Simplified language and modernized 
policy format 


FIDELITY 
MUTUAL 
LIFE 


The Parkway at Fairmount Avenue « Philadelphia, Pennsylvania 
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NATIONAL CASUALTY COMPANY 


a2 FOR NATIONAL COVERAGE .. . SEE NATIONAL CASUALTY 





“in New ‘York — in any of the other 49 stc 
» National Casualty policies are available to g 
~ you the finest in Disability Income, Hospital 


Surgical coverages for the Individual, Family, Fra 


chise or Group case. Policies that protect you any- Ze 
where in the world! eka 


Modern Guaranteed Renewable and Substandard 
Risk Coverages Available! 


DETROIT 26, 
MICHIGAN 








RayMonpD C. BUCKNER 


Raymond C, Buckner 

first tasted the successes 

of iife insurance selling 
while associated on a part- 
time basis with a large 
international airline. In 
August 1958 he signed his 
full-time Franklin contract. 


Here is a record of his 
earnings, as reported to 
the Internal Revenue 
Service. 


MOSS cc. $ 9,319.85 
i ERIE 14,855.52 
‘> aE 17,697.10 





Que Day 9 Saw 
the FraukQin Specials! 


Miami, Florida 
October 20, 1961 
Mr. F. J. O’Brien, Vice President : 
Franklin Life Insurance Company 
Springfield, Illinois 
Dear O’B: 

As I look back over the years, the turning point in my life 
was the day I signed a Franklin Life contract. Up to that 
time my employment had been with two transportation 
firms—a railroad and an airline—as a salaried employee in 
their sales departments. But, the finer things in life are hard 
to obtain when your income is limited ... on a straight 
salary. 

Being fired with ambition, I wanted to be paid commensu- 
rate with my ability to produce. Knowing that sales was 
my forte, I started selling A & H for a large company on a 
part-time basis while still working for the airline ... did 
pretty well, too, four and five applications a week. Then 
one day I had an opportunity to see a presentation of two 
of Franklin’s ‘‘Specials’’... the PPIP and the Junior In- 
sured Savings Plan. That did it! I was really fired up! From 
then on my income started going up. Three years ago, on 
August 1, I was irresistibly compelled to go into the busi- 
ness full time. My income doubled the first year and it has 
increased steadily each year, thanks to the very fine “Spe- 
cials” we in the Franklin offer to the public. 

It gives me a real sense of pride and satisfaction to know 
that I am helping people on the road to financial independ- 
ence and at the same time providing their families the pro- 
tection they must have. The combination of our President’s 
Protective Investment Plan with a Home Protector Rider is 
terrific, because it provides everything that a man wants for 
himself and family. 

My only regret, O’B, is that I should have started with 
the Franklin 10 years sooner! 

Cordially, 
Raymond C. Buckner 


An agent cannot long travel at a faster gait than the company he represents 








Lhe Friendly 
FIRANIKILIN LUE 


SPRINGFIELD, ILLINOIS 4 DISTINGUISHED SERVICE SINCE 1884 


INSURANCE 
COMPANY 





The largest legal reserve stock life insurance company in the world 
devoted exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 
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